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The Shield Company’s slogan of “Shielding 
Millions—Are We Shielding You?” is literally 
true. Millions are protected by Shield 
Protection. 
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A Modern Quest 
for YOUTH 






Of Joree DE LEON had the right idea. A 

man grown, vigorous and ambitious, a 
fighter, lofty of ideals, he appreciated the great value of the 
energy of youth—its fire and high spirit. 
We hold with the ancient Conquistadore—that youth must 
and will be served—that youth trained and seasoned, is the 
“main spring” of every successful enterprise. Therein lies the 
secret of the success of The Security Mutual Life Insurance 
Company—its remarkable growth—the reason for the public 


Youth—Ponce de Leon searched the 


confidence it enjoys. world for a fountain whose magic 
- . . aw waters would return his youthful fire 

The Security Mutual Life Insurance Company is virile and per ya 

spirited with youthfulness. Its executive officers are chiefly young a a a oy a | 


men, rich with progressive ideas, who are eager to guide other of life—of victory — success. 


young men towards a successful goal. Modern clauses and 
features that adequately meet every life insurance requirement 
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of the modern man, have made our policies not only more Security Mutmel Live con make 

: ; | an unusually attractive offer 

interesting —but easier to sell. ) to the man who is considering 

. a Life Insurance as a vocation. 

Youth will be served—and we are as desirious to secure the ser- } (Choice territories are still 
‘ -— : “I ~— available to lifeunderwritersof * 

vices of ambitious young insurance agents, as they are to find | en ability. (We will gladly 

a progressivecompany—an organization where young discuss these matters with you in 

; . P , person—or you can write for 

ideas, enthusiasm and fire will not be extin- | oem of ar ow th 

guished by the wet blanket of fogyism. | SRG ee ae eee Cae 
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Home Office 
Armour Boulevard and Main Street 


idland Lite 
Insurance Company 


Kansas City, Missouri 


There are men selling life insur- 
ance today whose present opportu- 
nities are limited but who have real 
futures. They are experienced, 
write a good volume of business 
and can handle men. But they must 
have a better deal before they reach 
full earning capacity. 


Many deserve to be and should 
succeed as general agents or district 
managers, especially in productive 
fields, representing a sound, grow- 
ing company. 


If you are qualified, make your- 
self known at once to the Midland 
Life, a solid, progressive company 
with $33,000,000 insurance in force 
—a company that meets competi- 
tion in all standard forms of policies 
and actually cooperates with its 
field forces. 

There are choice openings in 
Denver, Sedalia, St. Joseph, Wich- 
ita, Salina, Dallas, San Antonio and 
elsewhere. 

Take the first step toward a big- 
ger future today. Address your let- 
ter to the undersigned personally. 


Daniel Boone, President 








What Every 
Insurance Man Knows! | 


The purpose of all insurance is to protect 
surplus earnings. 


Life and Accident insurance protects future 
surplus earnings. 


Property insurance—fire, liability, etc., pro- 
tects past surplus earnings—accumulated 
wealth. 


The well-informed agent can give service on 
all lines. 


The well-managed organization can under- 
write all lines. 


The Continental agent and the Continental 
organization are multiple-line in principle 
and practice. 


Continental Casualty Co. 


The Continental Assurance Co. 
H. G. B. ALEXANDER, President 
CHICAGO, ILLINOIS 


























HITS THREE-QUARTER 








BILLION MARK 








The Bankers Life Company total of 
legal reserve life insurance in force 
on June 30, 1927, was $766,000,000. 


This is a gain of $50,000,000 for the 
first six months of the year. 


The total as of June 30, 1927, is 
nearly four times as great as the 
total at the end of 1918. 


BANKERS LIFE COMPANY 














GERARD S. NOLLEN, President 


Established 1879 


Des Moines, Iowa 
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AGENT'S 
PROSPECT PLAN 





Who goes about his work with- 
out a plan simply travels in 
circles; he gets nowhere and 
fritters away much valuable 
time. 


F you are in search of a Gen- 

eral Agency contract that 

79 > f anize 

provides a Plan for organized 

selling and increased income, 

then you should know about 
our proposition. 


Write in confidence to 


INSURANCE COMPANY 
DAVENPORT IOWA y 
NN “SINCE 18689" 
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It makes a man feel he is 
a factor in his commun- 
ity when he represents a 
company that invests its 
premiums back in the 
territory it serves. 


You bank locally and we 
invest in local municipal 
and county bonds. 


wert} Cultivate the Commun- 
\ APs ity Garden with our Co- 
"|| Operative plan. o+., 


eFarmers ¢ Bankers 


Life Insurance Company 


© COMMUNITY GARDEN H. Sauer? 


J.H. Stewart Frank B. Jacobshagen 
VICE PRESIDENT SECRETARY 


WICHITA, KANSAS 


Do Not Drain-—- 
/t is better to lrrigate 
the Community 
Garden 
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Announcing Our Entry Into 


WISCONSIN 


And the Consequent Opportunity Offered 


AGENTS 


Capable men desiring to build their own general agencies have an unusual opportunity to obtain ex- 
clusive territory of their own choice in this great state with The Farmers National Life which has just 


entered the state. ' 


This progressive young company has an agency contract in the line of policies that enable you to create 
a real business for yourself in this state. The company accepts all classes of life risks ages one day to 
65 years. It writes double indemnity and total disability. Women are accepted on the same basis as 
men. Low cost is a feature of this insurance. 


Do not delay in writing A. O. Hughes, vice-president in charge of agencies for complete details regarding 
the territory you desire to secure. 


Farmers National Life Insurance Company 
OF AMERICA 
3401 South Michigan Ave., Chicago, Illinois 
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DOUBT ABOUT CONTEST 
OVER VALIDITY OF LAW 


Some Desire to Attack Constitu- 


tionality of the Ohio 
Premium Tax 


ISSUE IS SERIOUS ONE 


Claim Is Made Measures Would Soon 
Be Enacted Bringing Home Com- 
panies on Same Basis 


The suit of the Metropolitan Life in 
Ohio to restrain the superintendent of 
insurance from revoking its license be- 
cause it refuses to pay the increased tax 
on premiums passed by the last legisla- 
ture on the ground that the tax is retro- 
active in that it is based on 1926 
premiums, will undoubtedly bring out 
some interesting comment in company 
circles. The Metropolitan Life is bring- 
ing a test case backed by the Association 
of Life Insurance Presidents. 


There has been some agitation at head 
offices as to the advisability of attacking 
the tax law as a whole in Ohio or some 
other state on the ground that it is un- 
constitutional in that it provides for tax 
on premiums of foreign companies, but 
does not tax home state companies. The 
decision of the United States Supreme 
Court in the Hanover Fire vs. Carr. 
Cook county treasurer, undoubtedly has 
a bearing on these tax laws. The plea 
that would be made would be that the 
state is discriminating against foreign 
companies. 


Facts in Hanover Case 


In the Hanover Fire case in Illinois, 
the companies were taxed on their per- 
sonal property, the returns being made 
from year to year on the same basis as 
other corporations and individuals. It 
was later brought out that this was not 
a property tax, but a special business 
franchise tax. Instead therefore, of 
making the assessment on one-half the 
cash value, the levy would have to be 
made on the full cash value. The com- 
panies attacked this as unconstitutional 
in that it singled out foreign insurance 
companies and did not apply the tax 
laws equally. The Illinois Supreme 
Court held for the taxing authorities but 
the United States Supreme Court re- 
versed the decision and decided for the 
companies. 


Attorneys May Differ 


Attorneys may differ as to whether 
the Hanover Fire case will have a direct 
bearing on the premium tax case in Ohio 
or in other states where similar laws are 
enacted. Whether the subject will be 
raised in the Metropolitan Life suit, re- 
mains to be seen. It may come out in 
some corollary. 

The Ohio legislature increased the 
premium tax from 2% up to 3 percent. 
The legislators evidently felt they were 
favoring Ohio companies although when 





the retaliatory laws of other states will } 
be applied the taxes on Ohio companies | 


NEW SECTION WILL NOT 
DUPLICATE PRESENT WORK 





NOT COMPETITIVE MEASURE 





President O. J. Arnold of American Life 
Convention Declares It Will Not 
Be in Conflict 


President O. J. Arnold of the North- 
western National Life, who is also presi- 
dent of the American Life Convention, in 
a talk before the Association of Life 
Agency Officers and the Bureau of Life 
Insurance Sales Research in Chicago 
last week, said that some of the company 
men had questioned him as to why the 
American Life Convention was estab- 
lishing an agency section when the two 
organizations were devoting their ener- 
gies to solving agency problems. Mr. 
Arnold stated that many of the Ameri- 
can Life Convention companies are 
members of the two organizations. They 
had gotten much benefit out of the work. 
They will continue as they have in the 
past and will give the two associatians 
their best support. 

He said that many companies that are 
members of the American Life Conven- 
tion look to it to establish service to 
meet their particular needs. The organ- 
ization, he said, is departmentalizing its 
activities. Some of the members are not 
connected with the Association of Life 
Agency Officers. The American Life 
Convention, he said, will not become a 
competitor of the Officers Association or 
the Bureau of Life Insurance Sales Re- 
search. It will not duplicate their work. 





will be increased accordingly in all states 
where such statutes prevail. This will 
be a distinct hardship. Legislators there- 
fore have not helped their home com- 
panies a bit. They have burdened them 
with a large increase in taxes. 
Attorneys differ as to the application 
of the Hanover Fire case to the general 
premium tax statutes. Some are very 
confident that the United States Supreme 
Court would declare a premium tax 
statute unconstitutional if it exempted 
home companies. Others are not so 
sanguine as to the ultimate results. 


Would Tax Home Companies 


Some officials take the ground that a 
contest of this kind would be futile in 
that another law would be enacted 
bringing in the home companies, result- 
ing in their being taxed in addition to 
the regular personal property tax and 
other taxes levied on domestic corpora- 
tions. The question involved is a big 
one. 

Insurance companies in recent years 
have felt that while they saw no hope of 
getting taxes reduced they did feel that 
they would not be increased. States are 
eager for additional revenue. They are 
searching every nook and corner for pos- 
sible resources. Insurance companies 
evidently are regarded as proper prey 
although it has been felt that no further 
burden would be placed upon them. 


Ohio Action Came as Surprise 


The Ohio action therefore came as a 
distinct shock and brought everybody 
up to their feet. If Ohio was successful 
in getting additional revenue from the 
companies other states naturally would 





PREMIUM PAYMENT PLAN 
AND THE LAPSE RATIO 





COMMENT BY M. A. LINTON 
Company Officials Give Some Interest- 
ing Views on the Conservation of 
Life Insurance 





M. A. Linton, vice-president of the 
Provident Mutual Life, in talking about 
the lapse ratio at the meeting of the 
Bureau of Life Insurance Sales Research 
said that he was delighted to see com- 
panies linking up the actuarial depart- 
ment with the agency department be- 
cause he believed they could be mu- 
tually helpful. Quantitative results are 
always interesting. They can be ana- 
lyzed by actuaries. He said that an 
analysis should be made of the individual 
lapse ratios although some difficulty 
may be confronted if these records are 
made public. He said for example that 
one agency showed a lapse ratio of 49 
percent, but this was because it wrote a 
case of $200,000 which went off the 
books. 


Effect of Frequent Premium Payments 


He gave a table showing the lapse 
ratio of his own company based on the 
premium payment plan. For example, 
policies written on the semi-annual pay- 
ment plan showed about twice the lapse 
as those on the annual. The quarterly 
payment plan showed about four times 
x lapse ratio of the yearly payment. 

r 


their business ‘payable in the upper 
brackets. He feels that some financial 
consideration should be given to the 
agents who write on the less frequent 
plan of paying premiums. He believes 
that a policyholder probably does not 
relish getting frequent premium notices 
and finally becomes disgusted. He said 
that in many cases where an agent 
writes on the quarterly payment plan, 
he oversells his prospect. 


Holcombe Gives Observations 


John Marshall Holcombe, manager of 
the bureau, said that the lapse ratio goes 
back to the way the agent was brought 
into the business. If the life insurance 
work was presented to him in the right 
way, and he senses it, his lapse ratio 
will be comparatively low. He said that 
it is a mistake for agency men to tell 


recruits in the business that they are | 
This gives the new | 


their own bosses. 
man a mistaken idea. He should not be 
allowed to think that he is his own boss 
until he is well able to master himself. 
Another mistaken notion, he said, was to 
leave the impression that the original 
commission was half the amount due 
him and the renewals were merely the 
deferred payments. He said that the 
renewal payments should be regarded as 
something a man gets for rendering a 
(CONTINUED ON PAGE 30) 








follow suit. Legislatures are watching 
action in other states and where a mine 
is tapped and resources gush forth, 
similar action is taken elsewhere. In- 
surance company officials therefore ap- 
preciate that the tax question looms up 
as a major one. 


Linton said that companies there- | 
fore should try to get their men to sell | 


AMERICAN INSTITUTE 
OF ACTUARIES MEETS 


Fall Session Held at Indianapolis, 
with Two Hundred in 
Attendance 


MANY TOPICS DISCUSSED 

| Pension Funds, Aviation Hazards, Pol- 

icy Changes and Other Subjects 
Treated 








INDIANAPOLIS, IND., Nov. 10.— 
Charles F. Coffin, vice-president of the 
State Life of Indiana, in welcoming to 
Indianapolis some 200 actuaries who at- 
tended the fall meeting of the American 
Institue of Actuaries, held in Indianapo- 
lis on Thursday and Friday of last 
week, complimented the institute on the 
practical character of its program as in- 
dicated by the be discussed. 
He said that a program for a meeting 
|of the legal counsel of life companies 
could be built around the same topics, 
which could be discussed from the legal 
side as well as the actuarial side. He 
paid high tribute to the important func- 
tion of the actuary in the business of life 
| insurance. 


President Parker Presided 


J. G. Parker, actuary of the Imperial 
Life of Toronto and president of the In- 
stitute, presided at all sessions and fol- 
lowed the welcoming remarks of Mr. 
Coffin with an appreciative report of the 
fine hospitality accorded visiting actu- 
aries at the International Congress of 
Actuaries held in London last spring. 
Distinctive honors were heaped on the 
visitors, he said, and many points of 
interest in England and Scotland were 
visited. The next meeting of the Inter- 
national Congress will be held in three 
| years, either in Stockholm or in Canada, 

and he urged all members who could do 
so to attend. Some items of business 
were quickly disposed of and the rest 
of the Thursday morning session was 
devoted to the discussion of several pa- 
| pers which were originally read at the 
| annual meeting of the institute last 
June. 





topics to 





Discuss Pension Funds 


| “The Liabilities of Pension Funds,” 
| which was originally presented by H. 
R. Corbett, consulting actuary of Chi- 
cago, was first discussed. William 
Breiby of Fackler & Breiby, New York, 
was the first speaker. “As Mr. Corbett 
says, the actuary should get the view- 
point of the business man when dealing 
with pension plans,” Mr. Breiby said. 
““Many such non-actuarial persons having 
attempted to operate their system speak 
rather glibly and feel that they speak 
with some authority. The actuary, 
though he must translate his actuarial 
jargon into plain every day language, 
must guard against sacrificing tried sci- 
entific principles for expediency. 
“Though the figures to enter upon the 
books of a business concern operating 
a pension system need not be those 
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which take account of further provision 
or funding of the liability, the actuary 
cannot divorce pension liability and pro- 
vision therefor in its statement as to the 
status of the fund or system.” 


Urge Layman’s Language 


J. Charles Rietz of the Midland Mu- 
tual Life, Columbus, O., also spoke 
briefly on this topic, as did J. S. Elstun, 
associate actuary of the Travelers; 
Harry C. Marvin of Indianapolis, con- 
sulting actuary; H. J. Stowe, Manufac- 
turers Life of Toronto; W. H. Mc- 
Bride, National Life & Accident, Nash- 
ville, Tenn.; A. Hohaus, Metropoli- 
tan Life, New York; J. F. Little, asso- 
ciate actuary of the Prudential, Newark, 
N. J. It was urged that effort be made 
to make the coverage intelligible to the 
layman. 

Mr. Corbett, author of the original 
paper, closed the discussion. He said 
that difficult propositions should not be 
passed up because of their difficulties 
but should be tackled and handled in 
the best way possible. 

A “Note on the ‘Most Probable Num- 
ber of Deaths’,” originally read by Mr. 
Rietz, was next discussed. 

There was considerable attention 
given to the problems of aviation haz- 
ards, many taking part in this dicussion, 
which was led by W. T. Poorman of 
the Central Life of Iowa. 

Review Fraternal History 

A paper which had been previously 
presented by Sidney H. Pipe, on “Modern 
History of Fraternal Insurance” was 
also discussed on Thursday afternoon. 
F. H. Draper of the National Life As- 
sociation of Des Moines led the discus- 
sion and gave some interesting compari- 
sons with conditions existing at the 
meeting of the National Fraternal Con- 
gress held at Port Huron in 1897, sub- 
mitting the original fraternal mortality 
table which was submitted to the con- 


W. P. Coler, actuary of the Macca- 
bees, Detroit, also spoke, and H. W. 
Buttolph, actuary of the American Cen- 
tral of Indianapolis, referred to the first 
effort to value fraternal business by the 
Indiana insurance department, of which 
Mr. Buttolph was then actuary. W. B. 
Kieft, of the Springfield Life, spoke of 
the readjustment of the Court of Honor. 
“Insurable Interest” was also dis- 
cussed at the Thursday afternoon ses- 
sion under four headings: (a) Ordinary 
insurance on children—limits as to age 
and amount; (b) ordinary insurance on 
women who are not self-supporting; (c) 
disability benefits in corporation poli- 
cies; (d) where insured is not the ap- 
plicant. This was discussed by M. W. 
Torrey, assistant actuary of the Metro- 
politan; F. J. Owens, Berkshire Life, and 
John S. Thompson, Mutual Benefit. 


Policy Changes Discussed 


On Friday morning P. C. Irwin, as- 
sistant actuary of the Equitable Life of 
Iowa, presented a paper on “Policy 
Changes” which was well received. The 
following are extracts from this paper: 

“Although the subject of policy 
changes has been frequently discussed 
in the past, some rather recent develop- 
ments in the insurance business have 
opened a new angle of this subject. I 
refer to the growing tendency of pro- 
gramming a man’s insurance with the 
accompanying policy adjustments which 
are so often deemed necessary. These 
policy adjustments generally take the 
form of changes to a lower-priced plan, 
and this paper will be confined to that 
particular phase of policy changes. 

Gives Ideal Rule 

“As a general rule any change in an 
old policy should be discouraged and the 
old policy worked in with the new pro- 
gram without a change in plan. A 
change suggested by an agent other 
than the one who wrote the original 
policy disturbs the policyholder and 
leads him to think that he was ill ad- 
vised in the first place. Then, too, 
changes suggested by an agent may not 
always be suggested from an entirely 
unselfish standpoint but rather to re- 





AMERICAN NATIONAL 
MEN IN CONVENTION 


GATHERED AT HOME OFFICE 





HAZARDS OF AVIATION 
TREATED BY ACTUARIES 


MUCH INTEREST IN SUBJECT 


Over 40¢ Industrial and Ordinary Agents | Three Phases of This Problem Given 


Met for Annual Conference in 
Galveston 


Home office and field representatives 
oi the American National held their an- 
nual convention at the home office in 
Galveston, Tex., Nov. 3-5. W. J. Shaw, 
secretary of the company, as chairman 
of the general meetings, introduced the 
various speakers and hit the keynote in 
his opening remarks “500 Million in 


| 


28,” which was immediately adopted as | 
the slogan for the new convention year. | 


Company officials and the many leading 
field men present evidenced an enthu- 
siastic and optimistic spirit, noting with 
particular interest the progress of the 
company in 1927 and the splendid out- 
look for the future. 


The convention opened Friday morn- ! 


ing with a general session, at which 
Frank S. Anderson of Galveston gave 
the address of welcome and Earl C. Pol- 
lard of Dallas responded for the agents. 
A general business meeting followed, 


with talks by home office men and field | 


workers. In the afternoon there were 
two separate sessions, the industrial su- 
perintendents, assistants and agents 
gathering for a discussion of their par- 
ticular problems, while the ordinary 
agents met for the annual meeting of 
the Anico Club. The banquet was held 
Friday evening, followed by a dance. 
Saturday morning was given over to an 
informal get-together meeting in the 
home office building, the other sessions 
being in the Hotel Galvez. In the after- 
noon, the convention was concluded 
with a boat trip about the Bay. Over 
400 were present for the sessions. 


lease funds on cld policies which can 
be used for the purchase of new insur- 
ance. Such a practice is lamentable 
since it savors of twisting, but it is an 
existing fact which companies must be 
prepared to meet, and rules for prevent- 
ing such changes must be formulated. 

“The ideal rule for a policy change 
should have the following attributes: 
(1) The change should be made without 
a loss to the company. (2) The change 
should consider the interest of the agent 
who originally wrote the policy and also 
the interest of the agent making the 
change. (3) The change should be equi- 
table from the standpoint of the policy- 
holder making the change and from the 
standpoint of other policyholders of the 
same class.” 


his paper was discussed by C. O.|! & elle 
- }in all probability will show a continuing 


Shepherd of the Missouri State Life; 
Mr. Poorman of the Central Life; Mr. 


Consideration—Many Take Part 
in Discussion 


INDIANAPOLIS, Nov. 10.— Much 
interest was manifested in the discus- 
sion of “Aviation Hazards” at the fall 
meeting of the American Institute of 
Actuaries, held here last week. The 
topic was considered under three heads: 
(a) Military and naval, (b) commercial, 
anc (c) passenger. Among those who 
took the lead in the discussion was W. 
T. Poorman of the Central Life of Des 
Moines. 

“In the discussion of aviation haz- 
ards” said Mr. Poorman, “there are apt 
to be a number of diverse opinions inas- 
much as there are not yet available any 
statistics, to my knowledge, that are of 
value in determining the risk. The sta- 
tistics that are available are based in 
most instances upon plane miles and not 
upon passenger miles. Even if informa- 
tion were available on passenger miles 
there would be a question as to the 
probable exposure in each_ individual 
case. In a given number of flying hours 
the hazard is apparently affected by the 


|number of flights involved, there being 


an increase in the hazard with an in- 
crease in the number of flights. 


Form Distinct Classes 


“Among those exposed to the avia- 
tion hazard,” he continued, “there are 
apparently four rather definite yet broad 
classes, first, occasional aviators, sports- 
men and ex-army aviators, etc. These 
individuals as a rule fly at rather irreg- 
vlar intervals with more or less obso- 


| lete equipment and without the aid of a 


| competent ground organization. 
= | past the mortality among this group has 


}are constantly 
; equipment, weather conditions, capacity 


In the 


been very high. It is to be hoped that 
the air commerce act will materially 
cause an improvement in their skill as 
pilots. 

“Second, army and navy aviators who 
experimenting with 


loads, etc.; the pilots in this service are 
very carefully selected and undergo 
most rigid training. They have the ad- 
vantage of excellent equipment and a 
splendid ground personnel. The mor- 
tality in this group has been perceptibly 
higher than that among commercial avi- 


| ators. 


Strong, Mutual Life, N. Y.; M. A. Lin- | 


ton, Provident Mutual; Marcus Gunn, 


Western States, Mr. Phillips and others. | 


The visitors were high in their praise 
of the entertainment which was afforded 
by Indianapolis companies and members 
of the institute and a vote of thanks 
was passed. On Tuesday evening a din- 
ner dance was given which was well at- 
tended and automobile rides were pro- 
vided for the members and their ladies. 

The next meeting of the institute will 
be held at Des Moines, Ia., in June, 
1928, 





E. B. Gilchrist’s Change 


E. B. Gilchrist, general agent for the 
Columbian National Life in Chicago, 
has resigned to become associate man- 
ager of the life department of Fred S. 
James & Co. of that city of which John 
J. Spear is manager. Mr. Gilchrist was 
for many years with the Travelers, serv- 
ing as manager in various eastern cities 
and later as assistant manager of the 
life department in Chicago. 


“Third, commercial aviators; as a 
rule pilots in this class have the best of 
facilities and avoid hazards, and as a 
result of the general development in 
aviation the mortality rate in this group 
has shown a marked improvement and 


improvement. 

“Passengers; it has been assumed by 
some companies that passengers should 
be considered in the same group as 
commercial aviators, inasmuch as_ the 
degree of danger is the same in each 
case, there being only a difference in 
duration. As regards the air mail lines, 


| this is not in accordance with the prac- 
| tice inasmuch as the lines reserve the 


right to land the passenger at any time 


| if in their opinion it is unsafe to con- 


tinue further, the passenger making his 


| way from that point as best he may. 


No Serious Hazard 


“The risk incurred by insurance com- 
panies with regard to policyholders par- 
ticipating in occasional flights is not 
great. We have an increasing number 
of persons taking occasional flights 
every year, primarily to satisfy their 
curiosity. The exposure in cases of this 
type is usually of a relatively short dura- 
tion but has in the past been under 
rather hazardous conditions which we 
hope will be minimized by the air com- 


| merce act. 


“It is apparently the practice of most 





YEAR MAY SET NEW 
LOW MORTALITY RECORD 


REPORTED BY METROPOLITAN 


Experience Thus Far Promises Health- 
iest Twelve Months, Barring Un- 
favorable Development 


Statistics for the year thus far, com- 
piled by the Metropolitan Life and based 
on its mortality experience among its 
18,000,000 industrial policyholders, indi- 
cate that 1927 will be the most satis- 
factory from the mortality standpoint in 
the history of life insurance. Provided 
some unfavorable development is not en- 
countered during the final weeks of the 
year, the final results should show this 
as the healthiest year on record in the 
United States and Canada. The statistics 
upon which this picture is based by the 
Metropolitan Life cover the first nine 
months of the year and for that period 
the death rate for white policyholders 
dropped to a new low level of 8.1 per 
1,000. The outstanding improvement was 
in connection with tuberculosis mortal- 
ity, the death rate declining 8 percent 
from the former minimum, making a 
total drop of nearly 40 percent in the 
past seven years. Exceptions to the 
general improvement were shown in 
cancer mortality and mortality from 
violent death, while the alcohol death 
rate declined slightly. 








companies to disregard the hazard of 
aerial flights on the part of the insured, 
whereas others limit the covering during 
the incontestible period. This would 
seem to be rather desirable practice in- 
asmuch as it would tend to discourage 
any selection against the company. At 
the present time there are a variety oO! 
extra premiums being charged those 
participating in aviation, the extra pre- 
mium generally charged commercial 
pilots being $25 per $1,000 per year. 
Business men participating in a num- 
ber of flights during the year are 
charged an extra premium, by some 
companies of approximately $2.50 per 
$1,000 per expected flight, with a refund 
in some cases at the end of the year, 1! 
less than the expected number ot 
flights are engaged in. Reserve officers, 
photographers, etc., are being charged 
an extra premium from $5 to $25 per 
$1,000, depending upon the individual 
company’s judgment of the extra haz- 
ard assumed. It would seem advisable 
that extended insurance should not be 
granted in such cases. Where the state 
laws would require this as a surrender 
option, it would probably be better to 
issue a term policy, which did not re- 
quire such surrender values. 


Watch Auto Mechanics 


“It has been our experience that a 
number of persons employed as auto 
mechanics, racers, etc., at the time the 
application was taken engage im avia- 
tion in a relatively short time after tak- 
ing their policies. We scan very closely 
any application from persons so em- 
ployed to ascertain if possible any such 
contemplated change of occupation. 

H. W. Alstrom, secretary and actuary 
of the Minnesota Mutual, was of the 
opinion that the young, sporty type 0! 
aviator presents a high hazard. The 
government is making very stringent re- 
strictions on the granting of aviation 
licenses, he said, and this will help to 
keep out of aviation some who might 
endanger other lives as well as their 
own. The regular army flier has to do 
many stunts and to participate in mass 
formations which make him more haz- 
ardous than the commercial flier. The 
man who owns his own plane and has 
the means to have it cared for by a 
competent mechanic is a better risk, in 
Mr. Alstrom’s opinion, than the plane 
owner who has to take care of his own 
plane and is restricted in money re- 
sources. 
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IMPORTANT ASPECTS | 
OF SELLING COVERED | 


Fall Sales “Roundup” of Chicago | 
Association Productive of | 
Sound Ideas 


SIX SPEAKERS ARE HEARD | 


Doubts as to Future of Business Are 
Laid by Vice-President K. A. Luther 
of Aetna Life 


Some important aspects of modern life 
insurance selling were covered at the 
fall sales “roundup” of the Chicago As- 
sociation of Life Underwriters last 
Thursday. Six speakers addressed the 
meeting, which was attended by upward 
of 300. The morning session was more 
interesting than the afternoon session 
for the reason that the morning speak- 
ers dealt less in generalities than did 
those on the afternoon program. 

_S. T. Whatley, president of the asso- 
ciation and general agent of the Aetna 
Life, presided as general chairman. 
He announced that the meeting was 
made possible by the cooperation of 154 
general agents and managers represent- 
ing 70 companies, and stated that the | 
growth of the association in recent 
months has been entirely gratifying. 


K. A. Luther First Speaker 


K. A. Luther, vice-president of the 
Aetna Life, was the first programmed 
speaker. “What the man or woman in 
this business stands for is what is be- 
hind successful selling,” he said in open- 
ing. “This business has four corner- 
stones—character, loyalty, optimism and 
industry. Loyalty goes hand in hand 
with character, and who ever heard of 
any one who was successful in the busi- 
ness of life insurance without optimism? 
But these characters count for little 
without industry to carry them through. 

“If there is any one thing I can im- 
press on the young men in this business 
more than any other thing,” Mr. Luther 
said with reference to the future of the 
business, “it is that he must stand for 
something in his community, as a citi- 
zen as well as an an underwriter. He | 
must take part, be in and of, all affairs 
that are civic in the best sense. Without 
the proper type of people we are not go- 
ing to get far in selling insurance. An- 
other asset is to have your community 
think of you as a success. Big business 
does not just happen. It results from 
vears of hard work.” 


Sees No Slump Ahead 


Concerning the future of the business 
he said: “I do not think the life insur- 
ance business is in nor headed toward a 
slump. Every now and then it is neces- 
sary to reestablish the basis of any busi- 
ness, and that is what we are doing to- 
day. Here and there a company is 
showing a slight decline in volume of 
paid-for business, but the business as a 
whole shows a slight increase. 

“The need of the business,” he said in 
conclusion, “is for men who will study 
today, tomorrow and all the time to be- 
come more competent underwriters and 
to prepare themselves to take over some 
of the responsibilities of the future.” 

Lovelace Speaks on Imagination 


Mr. Luther was followed by Griffin M. 
Lovelace, vice-president of the New 
York Life, who spoke on “Use of the 
Imagination in Selling Life Insurance.” 
Mr. Lovelace handled his pictorial sub- 
ject in the pictorial] manner, developing 
by the word-picture process the mental 
steps between interest and action in the 
sale and the purchase of anything. “We 


PURCHASE OF PEERLESS 


| ADDS MILLION OF BUSINESS 


Is Fourteenth Purchase or Merger in 
Past Seven Years by Rapidly Grow- 
ing Company 


DES MOINES, IA., Nov. 10.— An- 
other step in the remarkable develop- 
ment of the Royal Union Life of Des 
Moines was taken last week, when the 


| company completed the purchase of the 
| Peerless Life of Kansas City, Mo. 


This 
is the 14th purchase or consolidation 
made by the Royal Union Life during 


the past seven years. This new pur- 
chase adds $1,000,000 in life insurance 
and $17,000 in reserves to the Royal 


Union. 

The last annual statement of the Royal 
Union Life showed total admitted assets 
of $23,291,765, net reserve of $20,916,775, 
insurance in force of $142,419,945 and 
insurance written during the previous 
year of $19,564,694. The company is the 
outgrowth of the merger in 1924 of the 
old Royal Union Mutual Life and the 
State Life of Iowa. The Royal Union 
Mutual Life was incorporated in 1886, 


| succeeding a friendly society of the same 


name and the State Life was incorpor- 
ated in 1917. These companies began 
early a campaign of purchasing smaller 
organizations and thus building up its 
business. During the past seven years 
14 of these purchases or mergers have 
been made. In the consolidation of the 
Royal Union Mutual and the State Life, 
the management and personnel of the 
State Life was retained practically in its 
entirety. The last merger was that of 
the Medical Life of Waterloo, Ia., and 
prior to that the Universal Life of Du- 
buque, Ia. Those two were in 1926. In 
1925 the Western Life of Des Moines 
was taken over, adding about $20,000,- 
000 of business, and the National Ameri- 
can of Burlington, Ia., adding about 
$6,000,000. 

The Peerless Life was organized in 
1922 by a group of prominent business 
men in Kansas City and is authorized 
to write industrial insurance, health and 
accident insurance and life insurance 
The Peerless will be completely retired 
from business and its business absorbed 
by the Royal Union. A. C. Tucker is 
president of the Royal Union and W. R. 
C. Kendrick, former insurance commis- 
sioner in Iowa, is vice-president and 
counsel 


imagine only that with which we are 
familiar,” he said, “and our imaginations 
are busy in terms of our hopes or our 
fears. The other man’s imagination can 
be reached only through familiar ideas. 
In buying, desire reaches its climax only 
when the buyer visualizes himself using 
that which he is asked to buy.” 
Tressler Callihan, educational direc- 
tor of the John Hancock Mutual Life. 
last on the morning program, held the 
attention of his auditors from his first 
word until his last. His was a plea for 
more real work, more intelligence, in the 


presentation of life insurance to the 
public. 

Nathaniel Seefurth, Chicago inheri- 
tance tax and business insurance ex- 


pert, spoke on “The Three Steps in a 
Business Insurance Case.” He omitted 
the first step, which is preparation for 
presenting the case, and dwelt on the 
presentation and the close. The pre- 
sentation he termed the hardest of the 
three steps, but said that if the pre- 
sentation is properly made the clese will 
care for itself. He warned his audi- 
ence against being hasty and impatient 
in business insurance cases, saying that 
the line sells slowly, but sells surely if 
the preliminary work is properly done. 
He said the business insurance field is 
large and as yet is practically un- 
touched, that it offers prospects for every 








ADVERTISING PROJECT 
BUREAU WILL MAKE SURVEY 


Holcombe’s Organization Raises Fund to 
Make an Analysis of Possibilities 
of Publicity 


At the annual meeting of the Bureau 
of Life Insurance Sales Research, Man- 
ager John M. Holcombe stated that a 
year ago the bureau was asked to investi- 
gate the feasibility of national advertis- 
ing On an institutional basis for the life 
insurance companies. He said there is 
a sharp difference of opinion among the 
members of the bureau. Some officials 
are very much in favor of such campaign 
while others are decidedly opposed to it. 
He said it would be a big job to make 
a survey and find out what the possibili- 
ties were. The bureau, he said, did not 
have enough money to study it. 

Therefore, Mr. Holcombe felt that it 
would be wiser to try to get 20 com- 
panies to contribute $250 each so that the 
advertising survey could be made. This 
would not involve therefore any expendi- 
ture of money from the exchequer of the 
bureau. He announced that the $5,000 
had been gotten together and that in 
due season investigation would be made 
as to the possibilities of institutional ad- 
vertising. He suggested the appended 
questions be covered by an investigation: 


Questions to Be Covered 


1. What groups buy life insurance? 
Why? 
2. What are the usual effective ap- 


peals to the different groups? What ad- 
vertising affects them most? 
3. Can life insurance be cooperatively 


advertised successfully? 


4. What, specifically, will be the 
aims of the campaign? 
5. How much would it cost? Mini- 


mum. Fair average? 

6. What forms of advertising would 
be best? Why? 

7. For how long will it be necessary 
to secure pledges? 


Is the Time Ripet 


8. Is this the right time to advertise? 

9. What should be the policy of the 
advertisements ? 

10. What form of organization would 
seem best to handle a national cooper- 
ative campaign? 

11. Would individual companies also 
need to advertise? 

12. Why haven't companies adver- 
tised before? Evaluate their objections. 

13. Why should companies wish an 
increase in their business? 

14. Would increased business 
a lower unit cost? How? 

15. What will be the probable effect 
upon lapse ratios? 


mean 


life agent, no matter whether he be a 
big producer or a small one. 

[The second speaker of the afternoon 
was Alfred Hurrell, vice-president and 
general counsel of the Prudential, whose 
subject was “Integrating Influences of 
Life Insurance.” He traced the devel- 
opment of material achievement in North 
America, and related the development 
of the life insurance business to the cul- 
tural progress of the United States and 
Canada. “On the North American con- 
tinent north of Mexico,” he said, “we 
have gone a long way toward acquiring 
for ourselves all that the reformers of 
all the ages preceding ours have said 
man should have.” 

Frank See, St. Louis manager of the 
Union Central Life, was the last speaker. 
His was an inspirational address in 
which he characterized life insurance 
as “love triumphant.” He spiced his 
address with reminiscence and cited the 
many cases that have come into his ex- 
perience in which insurance has pre- 
vented suffering and death. 
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JEFFERSON STANDARD» 
CONSERVATION PLAN 


E. S. Albritton Declares Its Course 
Has Been Successful in 
Cutting Lapse 


MUST APPEAL TO AGENTS 


Declares that Men Who Hold Their 
Policies in Force Should Be 
Especially Featured 


Elmer S. Albritton, vice-president and 
superintendent of agents of the Southern 
States Life of Atlanta, stated at the 
meeting of the Life Insurance Sales Re- 
search Bureau in Chicago last week that 
the Jefferson Standard Life, in his opin- 
ion, had the most effective plan in deal- 


Mr. 


ing with conservation of business 








E. 8. ALBRITTON 


$1,000,000 
Texas with head- 


that 
himself in 


Albritton said out of 
written by 
Dallas in year he re- 
newed all of it. He was formerly its 
general agent there There were 201 
policies and 176 policyholders. Of this 
number he said that 39 percent paid 
without any effort. They sent in their 
money at Fifty-nine percent paid 
during the last 15 lays of grace. Two 
percent lapsed and were reinstated. 


quarters in one 


once 


Must Werk Through Agents 


Mr. Albritton said that the secret of 
saving business was working through the 
agent in the field. If the policyholder is 
allowed to lapse it is much more difficult 
to get him back than if work had started 
on him before the grace period ended 
Mr. Albritton said that if possible the 
man who originated the business and 
sold it should be the one to try to hold it 
The company, he declared, should give 
an agent proper tools to work with in 
order to save business. Action should 
be taken promptly before the days ex- 
pire. Mr. Albritton stated that if any 
company was in doubt as to what kind 
of facilities its men in the field desired, 
it should write to them. The men them- 
selves know what is needed. He said 
that before the 15 days of grace is ex- 
pired the agent should know the situa- 
tion 

Agents Must Have Incentive 


Mr. Albritton took the position that 
there should be proper incentive placed 
before the men in this conservation 
work. The Jefferson Standard Life, he 
said, makes the man who has the best 
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Keep a 





Complete Record 
of Your Clients 


T PAYS—and pays BIG to know when pol- 
icies expire—-what kind of insurance your 
client is holding—how much more he needs 
—how much you have coming in renewals—what 
amounts are delinquent—for then you can go out 





J Life Underwriters 
Association of 
New York 


“IT was very much 
pleased with acopy of 
el Life Insurance 

egister. I heartily 
recommend this for 
the agent's use. 


I believe that every 
record of the agent's 
client is inc ated 
in this book.”’ 


Fred P. McKenzie 
Executive Secretary 
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after the delinquents while 
there is still time. You can 
approach your client with 
insurance proposals that fit 
his case — You can see him 
near his birthday — One case 
will pay for the cost of the 
entire book—and a hand- 
some profit, too— Surely you 


owe it to your business to examine one of these 


Registers. 


Use the Coupon NOW. 


misplaced card systems—No more loss of time finding delinquent accounts 


[ Examine This Business Builder at Our Expense—No more Mistakes with ] 


—All Here at a Glance. 


ACCURATE LOOSE-LEAF Co. 


81 NASSAU ST., NEW YORK CITY 












Gentlemen: 


Name 


ACCURATE LOOSE LEAF CO. 
81 Nassau Street, New York City 


With the understanding that there is no obligation to purchase please 
send me the Life Insurance Register on three days approval. If I 
decide to keep the System I will send my check for $7.25 to cover 
the entire cost. If I decide not to keep it I will return the Register 
immediately. 









renewal record a king. His work is 
emphasized and he is brought to the 
front. He is featured at the agency con- 
ventions. The Julian Price Club is com- 
posed of those members of the organiza- 
tion in the company that have the best 
renewal records. 


How Albritton Was Featured 


They are the big men of the organiza- 
tion. Mr. Albritton said that when he 
was the king in the club, the Jefferson 
Standard Life published in the Dallas 
papers a large advertisement congratu- 
lating Mr. Albritton and the community 
on the achievement. His cut was in the 
advertisement. A double page spread 
was taken in one of the insurance papers 
setting forth the same _ information. 
Furthermore engrossed cards were sent 
to all the policyholders telling of Mr. 
Albritton’s accomplishment in having a 
100 percent renewal ratio. The wording 
was so couched as to open the way for 
new business. Mr. Albritton said that 
he received 59 letters in reply and of 
those writing in, secured applications 
from 39. Mr. Albritton said that a finger 
ring that he wore was prized because it 
was presented to him by the company 
representing the highest honor it could 
bestow. 


How High Lapses Were Disciplined 


He said that men with the high re- 
newal ratios were the big men in the 
Jefferson Standard Life agency organiza- 
tion and the whole field force was made 
to feel it. At one of the agency meet- 

|}ings he said that Superintendent of 
| Agents Donohue called five managers to 
the front and in a good natured but 
| serious way censured them for their high 
| lapse ratios. He said that he was organ- 
| izing the Anti-Julian Price Club and 
| they were the charter members. The 
| next year he said that four of these men 
so improved their persistency records 
| that they became members of the Julian 
Price Club and the fifth left the organ- 
ization. 

Can Be Universally Applied 


He said that the Jefferson Standard 
program can be applied by any company, 
large, medium sized, or small. The men 
in the field, he said, should be thoroughly 
imbued with the fact that the business 
that persists is the business that pays and 
that is the kind a company wants. Honor 
should be bestowed on those with good 
lapse ratios. 

When these men are elevated, recog- 
nized and featured the field will respond. 
He said that the Jefferson Standard pro- 
gram is a constructive one. 





Illinois Bankers Convention 


Agents of the Illinois Bankers Life, 
attending the home office convention at 
Monmouth, IIL, last week, pledged $25,- 
000,000 new business in 1928. Dr. A. E. 
Booth, general agent at St. Louis, as 
spokesman for the agency force, made 
the announcement of the voluntary goal 
and W. H. Woods, president, and A. R. 
Colvin, superintendent of agents, ex- 
pressed appreciation of the official board 
at this move. 

During the meeting a “shower” of 
$350,000 in applications, the second lar- 
gest day’s business in the company’s 
history, was tribute of the agents to 
Dr. J. R. Ebersole, vice-president and 
medical director, at his birthday an- 
niversary dinner. Sixty agents, whose 
year’s production ranged above $50,- 
000, were guests of the company at the 
session. 





Say Decision is Reached 


It is understood that the United States 
Chamber of Commerce has decided on 
| @ successor to James L. Madden, head 
| of its insurance department, and that 
| announcement will be made shortly. The 
| directors and insurance advisory com- 
| mittee met at West Baden, Ind., and 
canvassed the situation thoroughly. The 
| decision is said to center around one 
| of the western insurance commissioners 
| who has been very prominent in his 
position. 





ADVOCATES MORE USE 
OF INVESTMENT TRUSTS 





NEW IDEA IN THIS COUNTRY 





Agency Instructor Speaks at Meeting 
of Chicago Agencies of Equitable 
Life of New York 





As people are becoming more thor- 
oughly informed on life insurance, they 
are and will be expecting life insurance 
underwriters to know more about insur- 
ance as time goes on, declared Albert 
G. Borden, agency instructor of the 
Equitable Life of New York, before a 
meeting of the agents of the Equitable 
Life of New York agencies in Chicago 
last week. Mr. Borden spoke on the 
subject of “Financial Service to Bene- 
ficiaries.” 

Mr. Borden does not believe the 
often quoted statement that seven-tenths 
of insurance money is dissipated within 
seven years by the beneficiaries. Of 
course, where a small lump sum is left, 
like $5,000 or $10,000, and the family is 
accustomed to live on an income of 
$5,000 a year, it wouldn't take long to 
spend the insurance money. Mr. Bor- 
den admitted there were a great many 
bad investments. Paying the widow 
a lump sum at the time of her bereave- 
ment is a poor policy, for at that time 
she is especially susceptible to wildcat 
investments. 

Explains Investment Trusts 


In explaining investment trusts which 
the Equitable Life has to offer, Mr. Bor- 
den said that he wasn’t antagonistic to- 
wards trust companies because they 
were the life insurance’s greatest boost- 
ers. Trust companies are the best 
agents for making discretionary pay- 
ments. The investment trust is a new 
idea in this country. It is only six or 
seven years old although it is quite well 
known abroad. The speaker demon- 
strated how a large group of people 
who invested their money together could 
balance any chance to make a bad in- 
vestment by one which is unusually 
good, thus taking advantage of the law 
of averages. He gave the points in 
favor of investment funds as follows: 
(1) Impregnable strength; (2) common 
reservoir; (3) constant scrutiny. Mr. 
Borden asked his audience that if a 
company is competent to handle a man’s 
money while he lives, why not after his 
death? When a common investment 
fund is created, experts can be retained 
to safeguard it. 

Experts Study Investments 


Mr. Borden explained how the Equita- 
bie employs financial experts. Not only 
do the experts study the statistics of 
the industry in which the investment is 
made but they study the particular com- 
pany. The Equitable experts travel all 
over the country to keep in constant 
touch with the investment situation, Thus 
they are able to get the advance infor- 
mation and sell any suspicious securi- 
ties before the market price drops. 
Large investment organizations there- 
fore can keep just one step ahead of 
the market. “The investment of money,” 
said Mr. Borden, “is almost a science.” 
Mr. Borden then explained the different 
forms of settlement options and clauses 
which the Equitable Life offers its pol- 
icyholders. “Life insurance is a contract 
to underwrite a life purpose, not a con- 
tract for financial gain,” concluded Mr. 
Borden. 

H. F. Berls, agency supervisor for the 
Equitable Life Agencies in Chicago, an- 
nounced at the meeting that the Chicago 
agencies had written $1,750,000 more 
business in October, 1927, than they had 
the previous year. This is an increase 
of 13 percent in paid-for business over 
the same month last year. The total 
of the business in force for Chicago 
agencies at the end of the first 10 
months is $70,000,000. 
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ALABAMA 
Troy, The Folmar Agency. 

ARIZONA 
Tucson, Jno. Menehan. 

ARKANSAS 


Jonesboro, Hal H. Peel & Cov. 
Texarkana, L. V. Nicewarner. 


CALIFORNIA 


Eagle Rock, Louis C. Hensel 
*Fresno, Felix M. Locher. 
Thos. R. Cummins. 
Joe T. Marshall 
E. McKinstry 
Piedmont, G. L. Henry. 
Van Nuys, Earl R. Bever. 
COLORADO 
Fort Collins, C. O. Henderson 
Greeley, Wm. A. Davidson. 
*Pueblo, O. W. Fell 
CONNECTICUT 
Stamford, W. M. Burdick 
FLORIDA 
Daytona Beach, A. L. Baker 
*Miami, Harvey R. Payne 
Melbourne, Forrest Drysdale 
Sanford, M 
St Petersburg, Ross E. Bacc 
West Palm Beach, Henry D. o Knight. 
GEORGIA 
Americus, Wm. H. Cobb 


Ontario, 
Pasadena, 
Petaluma, C. 





AY amonthly insurancevisit [ 
to every one of your pros- = 
ts and clients—use the = 
Estate-o-Graph as these = 
agencies do. H 


ILLINOIS 


Aurora, B. J. Stumm 
Bellwood, Herman Meyer. 
*Bloomington, Bruce L. Crossthwait 
* **Elgin. Harold Rapalee. 

Ha rvey, H. O. Gardner. 

*Joliet, H. A. Johnson 
Libertyville, Boehm Ins. Agency 
la Salle. Gillespie & Sawyer 

La Grange. Fred Warner Agency 
—— Fred Warner (E. C. 


Seneen. pred Warner (Barbara Farson). 
Berwyn. Harry Verbec' 

Riverside, Harry Verbeck. 

Waukegan, Nathan Fisher 


INDIANA 


Huntingburg, Koerner, The Life Ins. Man. 

Indianapolis, Geo. K. Jones. 

*Kokomo, Lowell T. Boyd. 

Peru, Edwards & Chamberlain. 

South Bend, C. T. ~~. 

Sullivan, H. R. Bot 

Winchester, Fields < ‘Mendenhall 
IOWA 

Ames, Seaman A. Knapp. 

Carroll, Wm. E. Schmich 

Council Bluffs, J. Philip Orchard & 

Cedar Rapids, Rogers & Darling. 

Davenport, Karl E. oo and Assoc. 

*Marshalitown, W. T. ott 

Mason City. Vaughn I. “Griffin. 

Osage, R. L. Bailey. 


Hunting- 


Assoc. 


Reinbeck, H. R. Johnson 
Rolfe, R. J. Kent 
KANSAS 
Wellington, D. C. Cunningham. 
KENTUCKY 
Harlan, J. O. Armstrong 
Lexington, Edgar Richardson. 





: A PICTURE IS WORTH : 

: A THOUSAND WORDS— : 

: THESE AGENTS KNOW. ; 
ASK THEM! 


LOUISIANA 
Lake Charles, Terrell Woosley. 
MARYLAND 
Cumberland, G. F. Eutsler 
Hagarstown, Turner & Shirey Agency. 
MICHIGAN 
**Grand Haven, Vanderveen & Ehrmann 
Grand Rapids, J. Leslie Livingston. 
Jonia, Lewis W. Allen 
**Monroe, T. C. Rook. 
Saginaw, No. Michigan Div. of Sun Life 
Ypsilanti, H. E. Van de Walker. 
MISSISSIPPI 
*Jackson, W. C. Buckley 
MISSOURI 
*St. Joseph, Joe R. Stadelman 


MONTANA 
*Butte, A. 


* **Great Falis, P. K. Everson 
Lewistown, Erwin R. Judd 
NEBRASKA 

Hastings, Joe H. Steele 

North Platte, The Sebastian General Agcy 
NEW HAMPSHIRE 

Concord, C. H. Preston. 

Keene, Chas. 8S. Bergeron 
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THESE AGENCIES HOLD | 
EXCLUSIVE FRANCHISES ON | 
THE ESTATE-O- GRAPH 


NN ETL 


Bonn nent 





NEW YORK 
Singqempen, Security Mutual Life Ins 


*ithaca, Harold J. Palmer. 
Jamestown, D. Paul Ogren. 
Niagara Falls, Carl W. Ohrt. 
Geneva, William A. Kane 
Watertown, Harvey J. Dobbs. 


NORTH 
*Asheville, H. B. 
Charlotte, Maurice C 
*Edenton, W. J. Berryman. 
Greensboro, Mason, Miller & 
Highpoint, Garner & Currie. 
Wilson, H. D. Brown & Co. 
Winston-Salem, Jno. A. Glenn. 


NORTH DAKOTA 
Fargo, A. T. Lynner. 
Mandan, J. J. Engelhardt. 
Valley City, C. O. Easton. 


i THE ESTATE-O- 
i IF GRAPH HELPS. 
' A) THESE AGENTSSELL — 

WHY NOT YOU TOO? — 
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Casey, Inc. 





OHIO 
*Akron, Herberich.Hall-Harter Co. 
Athens, Earl C. Krieger. 
*Chillicothe, J. Erie Nutt. 
Dayton, B. F. Paugh. 
*Findlay, Earl Wall 
Hillsboro, Thomas E 
Lima, Glenn C. Webb 
*Medina. Sidney H. Lance. 
Springfield, W. Reese 
Van Wert, Purmort Bros. 


OKLAHOMA 
Bartlesville, John A. Bradley 
Oklahoma City, Geo. E. Lacky 


PENNSYLVANIA 
Altoona, Krebs Agency 
Bradford, The Alkire Agency. 
Greenville, A. E. Bean 
Harrisburg, Allison & Gramm. 
*McKeesport, W. D. Repper. 


Berry 


Ridgeway & Elk Co., Arnold & Bell 
Brownsville, H. J Stiverman. 
Donora, H. J. Silverman. 


Monessen, H. J. Silverman. 
Warren, Creed A. Erickson. 
Waynesboro, K. G. Potter. 
SOUTH CAROLINA 
*Spartanburg, Hugh T. Shockley. 
SOUTH DAKOTA 
Redfield, F. H. Packard. 





| EMEMBER that the = 

: ESTATE-O-GRAPH is = 
being used by the livest : 
agents in America. 





TENNESSEE 
Chattanooga, J. W. Bishop. 


TEXAS 
Fort Worth. C. J. Leland 
Houston, ‘‘Tex’’ Bogie Agency. 
Pharr, Orville R by. 
San Angelo, (Rirkley Ins. Agency) 
VIRGINIA 
Charlottesville, C. E. Lindsay 
**Lynchburg, P. G. Cosby, Jr 
*Petersburg. Sara S. Royall 
*Roanoke, Jas. B. Hutcheson 
WASHINGTON 
Auburn, C. G. Walker. 
Everett, Paul Holbrook. 


Pullman, R. P. Banks. 
VIRGINIA 
Bluefield, G. R. Lowder. 


*Charlestown, J. P. 
*Clarksburg, Kirk King 
*Huntington, R. H. Bickel. 
Morgantown, H. G. Wolfe. 
*Parkersburg, Ray C. Roberts. 
Welch, G. O. Adkins 


WISCONSIN 
Appleton, Geo. R. Wettengell 
*Eau Claire, F. A. Bartlett Agency 
Fond du Lac, McCoy. Duel & Traut 
La Crosse, S. C. Fish 
Madison, Frank C. Davies 
Marshfield, Erhard Kleinheinz. 
Minaha, Harold R. Hanson. 
Neenah, Harold R. Hanson 





ND Last but not Least 
The National Under- 
writer stands back of = 
The Estate-O- — : 


rd 


MEXICO 
Mexico City, H. O. Claywell 
NEW MEXICO 
Albuquerque, J. H. Coons. 
CANADA 
*Calgary, Alta., J. E. Runions. 
Montreal, E. J. L’ Esperance, Lid 
*Saskatoon, Sask., A. A. Causgrove. 


BRITISH ¢ COLUMBIA 
Vancouver, H 
AL. "AMERICA, 


ENTRA 
San Salvador, El Salvador, J. G. 


*Present contract does not meet franchise requirements. 


Exclusive franchises are not granted in the following — _ — * under 


special contract: 
Louis, Boston, Baltimore, 
Columbus, Des Moines, B 


New York, Chicago, Philadelphia, Detroi: 
Paisburgh, Los Angeles, San Francisco, Cincinnati, 


leveland, St. 


What are You 
| Waiting For? 


Last May we said, “The advertising 
problem for life insurance men is 
solved.” We still say it. The Estate- 
o-Graph has literally taken the life 
insurance world by storm. Over 
115,000 copies are now being used 
every month by life insurance men 
from Maine to California, from Can- 
ada to Salvador. Over 150 agents 
hold exclusive franchises! 





If your community is on the adjoin- 
ing list your opportunity to secure 
the Estate-o-Graph is gone. If your 
city is not on this list you still have 
the chance to advertise your business 
with the most popular and successful 
of all modern advertising 
mediums, the Rotograv- _ 
ure Picture Magazine. 








GET THIS FREE BOOK 








™ 











This 24-page book is yours for the asking. In jf 
it you will find the comple te story of the 
Estate-o-Graph. What it is, what tt does, how 
to use it and what it costs. In addition, valuable 
direct mail hints and selling suggestions are im- 
cluded. The book is free. Use the coupon to 
secure it. 


ce es Se 
EXCLUSIVE FRANCHISES | 





NATIONAL UNDERWRITER CO. Now being granted 
1362 Insurance Exchange for as low as 


Chicago, Ill. $Q00 a Month! 


Gentlemen: 
My community is not on your Exclusive Franchise list. Send me immediately full 
particulars and cost of exclusive franchise. Also send free book with understanding 


of course that this places me under no obligation 
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WM. PENN 


recognized the great_value ¢ of good-will, giving 
tokens of friendship and esteem as a means of 
establishing confidence and creating interest 
among the tribes which he visited. Naturally, 
when he made return visits he was enthusiasti- 
cally received. 


Invitations to call are a rarity in the work of the 
average life insurance salesman—they are a common 
occurrence in the career of American Central repre- 


sentatives who utilize the Agents’ Service Bureau. 


Profitable interviews are not merely the result of an 
appealing personal letter which treats of the pros- 
pect’s insurance problems in a friendly and helpful 


way. 


— 


PULLING POWER is multiplied by something 
even mo e unique and attractive—the offer to 
the prospect of a useful reminder of a business 
opportunity he should not overlook. And it is 
the fieldman himself who is invited to call, de- 
liver the token, and explain the proposal! 


ESTABLISHED 18982 } 


AMERICAN CENTRAL| 
LIFE | 


INSURAN 
INDIANAPOLS 


PAN 


- 


. é 1 
bas ae 
> ] 
j . : . 
A+ 
| 


| 
, 


ary ae 


as 














UNDERWRITER 


WORLD-WIDE REVIEW 
WILL BE PRESENTED 


Association of Life Presidents to 
Hear Eight Reports of Ex- 
tensive Surveys 


FOLLOWS CENTRAL THEME 


“America’s New Economic Frontiers” Is 
to Be Keynote of Annual Meeting 
Next Month 


NEW YORK, Nov. 10.— Presenting 
data from statistical reservoirs of life in- 
surance companies and also from gov- 
ernmental sources throughout the world, 
life insurance speakers at the annual 
convention of the Association of Life In- 
surance Presidents will summarize the 
results of eight broad surveys that are 
now nearing completion. 

Two of these surveys are on a world- 
wide basis—one dealing with health con- 
ditions and the other with the develop- 
ment of life insurance. The remaining 
six surveys, confined to the United 
States, deal with the present physical 
condition of Americans as reflected by 
the 1927 mortality experience of the life 
insurance companies; conservation of life 
insurance proceeds; new life insurance 
produced in 1927; payments made dur- 
ing the current year to beneficiaries and 
policyholders; trend of life insurance in- 
vestments with additions made in 1927 
and life insurance taxation. These sur. 
veys and their interpretation will form 
part of the contribution of life insurance 
executives to the general theme of the 
convention, “America’s New Economic 
Frontiers.” The convention will be held 
at the Hotel Astor, New York, Dec. 8-9. 


A. A. Welch Is Chairman 


_ Sounding the keynote of the conven- 
tion, Chairman Archibald A. Welch 
president of the Phoenix Mutual Life, 
will Present the surveys of the current 
year's disbursements to life insurance 
beneficiaries and policyholders and of 
the new life insurance acquired by the 
people of the United States in 1927. The 
report on disbursements will be based 
upon figures of companies making ap- 
proximately 90 percent of the payments 
by all United States legal reserve com- 
panies to beneficiaries and policyholders. 
I he survey of the total sales of new life 
insurance will be based on the actual 
production records for the first 10 
months of the year by companies doing 
95 percent of the business, plus estimates 
by the individual companies themselves 


for the remaining two months. 
Review Health Conditions 


World-wide health conditions, as re- 
flected by mortality data from all parts 
of the globe, will be discussed by John 
K. Gore, vice-president and actuary of 
the Prudential, who will speak on “A 
World’s War Against Disease.” Twen- 
ty-five year records from 30 leading 
countries have been assembled for the 
purpose of tracing trends in world health 
and sanitary conditions. This report, 
probably the most extensive and com- 
plete of its kind ever undertaken, will 
reveal the position of the United States 
as compared with other countries as to 
death rates and causes of death. The 
cata to be presented is expected to 
prove mutually advantageous to health 
officials of this and other counrties by 
disclosing strong and weak spots in 
public health reform campaigns. Mr. 
Gore will also present the 1927 mortality 
record of the United States, based upon 
current reports from American life in- 
surance companies. 

The dissipation or conservation of life 
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insurance proceeds has been the subject 
of research made by a group of promi- 
nent life insurance companies, the results 
of which will be presented for the first 
time in an address on “Insuring Life 
Insurance Proceeds” by Henry Abels, 
vice-president of the Franklin Life of 
Springfield, Ill. This study will include 
an analysis of the many purposes for 
which life insurance proceeds have been 
used by beneficiaries in recent years and 
practical effects of various plans of settle- 
ment. Much interest attaches to actual 
results of this survey in view of the ex- 
traordinary emphasis now being placed 
upon the importance of conserving life 
insurance proceeds through various 
modes of settlement and trust arrange- 
ments. 
To Give World-Wide Review 


The survey showing the development 
of life insurance throughout the world 
will be presented by Leroy A. Lincoln, 
general counsel of the Metropolitan Life, 
in connection with an address on “The 
New Economic Era as Reflected in Cor- 
porate Growth.” This report will bring 
down to a later date the figures compiled 
for the first time at last year’s conven- 
tion of the association. The data for this 
purpose have been gathered from most 
of the civilized parts of the world. 

The results of a recent research into 
life insurance taxation problems, reflect- 
ing the annual cost to life insurance 
beneficiaries and policyholders of state 
and federal taxes, will form the basis of 
an address on “Social Injustice in Tax- 
ation of Life Insurance Protection” by 
Chandler Bullock, president of the State 
Mutual Life of Worcester, Mass. 

Trend of Investments 


The financial side of life insurance as 
related to public needs and compared 
with other great financial institutions, 
will be portrayed by James Lee Loomis, 
president of the Connecticut Mutual Life. 
He will speak on “Synchronizing Life In- 
surance Investments With Changing 
National Needs.” Investment data from 
life insurance companies, representing 
92 percent of the life insurance assets in 
the country, will form the basis of re- 
search on this subject. The results will 
reveal the changing trends in the flow of 
life insurance funds into various invest- 
ment fields, and Mr. Loomis will discuss 
the effects of current trends upon our 
social and economic life. 

In addition to the presentation of these 
surveys, two other addresses by life in- 
surance executives will be of command- 
ing interest. Their importance is em- 
phasized by their close relation to the 
general theme of the convention, and 
the demonstration of America’s leader- 
ship in life insurance by the previous 
world survey. These speakers will be 
President Darwin P. Kingsley of the 
New York Life. whose subject will be 
“Life Insurance, the Great Pioneer,” and 
Vice-President Frank H. Davis of the 
Equitable Life of New York, the title 
for whose address will be “Broadcasting 
Economic Freedom.” 





WILL DRAW UP THE PLANS 


Committee from the American Life 
Convention Will Discuss Mechanics 
of New Sections 


The sub-committee of the executive 
committee of the American Life Con- 
vention appointed to draw up plans for 
the new sections that were adopted at 
the Dallas meeting, viz: office man- 
agement and agency, will meet in Chi- 
cago at the Hotel La Salle, next Satur- 
day. This committee was instructed to 
arrange for the operation of these two 
sections, so that they can be in good 
working order by the time of the next 
annual meeting. The committee con- 
sists of O. J. Arnold, president, North- 
western National Life; Claris Adams, 
secretary, American Life Convention; 
Clarence L. Ayres, president, Amer!- 
can Life of Detroit and H. M. Woollen, 
president, American Central Life. 
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SURVEY OF AVIATORS’ 
INSURANCE IS MADE 


Connecticut General Life Medical 
Directors Report Result of 
Questioning 


PRACTICES FOUND VARIED 


Companies’ Replies on Questionnaire 


Reveal No Unanimity in Attitude 
Toward Hazards of Flying 


Dr. Lawrence Sykes, medical director 
oi the Connecticut General Life, and Dr. 
William B. Smith, assistant medical di- 


> 


rector of the company, read before the 
meeting of the Association of Life In- 
surance Medical Directors in New York 
City a paper on “Aviation and Life In- 
surance” in which they reported the re- 
sults of a survey of companies’ practices 
on issuing policies to flyers. The paper 
was in part as follows: 

“To secure the attitude of the life in- 
surance companies today with reterence 
to those who participate either as pass- 
engers or in other capacities in aeronau- 
tic activities, a questionnaire was sent to 
the 50 leading companies in the United 
States and Canada according to the vol- 
ume of business in force Jan. 1, 1927, 
and replies were received from all of the 
companies. This survey showed that 
19 companies are considering applicants 
in varying degrees, while 31 stated that 
they will not consider an applicant who 
either travels by air as a passenger or 
who is identified with the industry. 

“Question 1. ‘Do the policy contracts 
issued by your company contain a clause 
covering those who travel by air as 
passengers?’ Forty-two companies do 
not have a clause. Eight companies have 
a one or two-year clause such as these: 

“*If death occurs while participating 
in any aeronautic expedition or activity 
within two years of date of policy, either 
as passenger or otherwise, only the re- 
serve will be payable.’ 

Premium Will Be Returned 


“*Aeronautics. If within two years 
from date hereof the insured shall die 
as a result of engaging in aeronautics 
other than as a casual passenger, the 
amount payable to the beneficiary under 
this policy shall be the sum actually re- 
ceived by the company for premiums 
thereon and no more.’ 

“*During the first two years of this 

policy, the assured may not engage in 
any branch of aeronautics or make any 
aerial flights whatsoever, otherwise than 
as a passenger who is not owner of the 
conveyance, without the written consent 
of the company and the payment of such 
extra premiums as the company may de- 
termine. Should the death of the as- 
sured occur during the first two years of 
this policy directly or indirectly as a re- 
sult of his so engaging in any branch of 
aeronautics or of making the aerial 
flights referred to above without paying 
the extra premiums required by the com- 
pany, the liability of the company shall 
be limited to the return of all premiums 
paid.’ 
“In answer to Question 2, ‘(a) Is 
ere an extra premium charged to cover 
this protection? (b) What extra pre- 
mium? (c) Is this premium a flat ex- 
tra or does it depend on a sliding scale 
ot the approximate number of times 
vearly the insured will fly?’ the follow- 
ing statements are some that appear: 


t} 
tl 


Occasional Flying No Bar 


“*We issue at standard rates to appli- 
cants of mature years whose finances 
show that they are willing and able to 
fly on nationally or internationally 
known air lines properly financed to 
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conduct regular passenger service be- 
tween two definite airdromes. Such ap- 
plicants we consider for limited amounts 
careful individual selection 
it a very limited number of flights is con- 


. aml ° 
templated. 


alter very 


**Each case considered on individual 
Occasional flights with respon 
sible pilot and reliable craft would not 
necessarily require a rating.’ 

“*(a) Yes, we assess the expected ex- 
tra mortality by an extra premium, (b) 
$50 per $1,000 and up. (c) Our extra 
premiums are flat extras, and if the num 
ber of flights intended to be made are 
few, we will agree to refund any extra 


overpaid, charging $2.50 per flight.’ 


merits. 


Extra Premium Charged 


“*Where the insured states that he 
intends to engage in aviation or where 
we have other information to that effect, 
our issue will naturally depend upon our 
estimate of the probable amount of fly- 
ing to be done by him. Reserve officers 
and other who make occasional flights 
are accepted for a limited $5,000 with an 
annual extra of $10 per $1,000.’ 

“*Yes, except that we ignore approxi- 
mately half a dozen admitted flights as 
passenger for pleasure. (b) $10 to $25 
per $1,000. (c) Sliding scale—where 


question of future flights is doubtful we | 


agree to refund the extra paid during 
any policy year if applicant at the end 
of the year makes an affidavit that he 
has not flown during such year.’ 
“*Will insure on the regular plans, not 
term, for about 10 percent of our limit.’ 
“*Maximum limit, $5,000. Life and en- 
dowment. No term insurance.’ 


Amount of Flying Determines Cost 


“*Where the insured states that he in- 
tends to engage in aviation or where we 
have other information to the same ef- 
tect, our issue will naturally depend upon 
our estimate of the probable amount of 
flying to be done by him. Reserve offti- 
cers and others who make occasional 
flights are accepted for a limit of $5,000 
















get ahead. 


Jwith an extra premium of $10 per 
$1,000.’ 
“Only on life or endowment policies, 


and the amount dependent upon th 
} amount of aviation activities.’ 

“*Term and modified life policies will 
not be issued.’ 

‘With aviation clause, no particular 
mit. With extra $5,000, plan ordinary 
or higher premiums; not term.’ 

“*Except for term insurance, the com 
pany will not reject an applicant who 
occasionally makes aeroplane flights, al 
though pilots and persons who make a 
| business of flying frequently, will not be 
considered.’ 

‘If it appears that the applicant has 
recently made flights or is intending t 
make a flight or flights in the future, we 
decline, except that we would not object 
to, Or require an extra premium for, an 
applicant who intends to take an air 
flight as a fare-paying passenger on a 
regularly established route as an inci 
dent to traveling.’ 

‘We have accepted a few cases who 
have done a very limited amount of fly 
ing as passengers, who are first-class in 
every respect and who fly only under 
the most tavorable conditions, on life or 
endowment plans, with an extra pre 
mium of $10 to $15 per $1,000, flat 
extra.’ 

“‘If the applicant discloses that he is 
|connected with the aviation service in 
the National Guard, or the army reserve 
in the aviation corps, we do not grant 
him the insurance until he has resigned 
from the service. We do not take aviat- 
ors, pilots, or mechanicians actually en- 
gaging in flights.’ 





Stunt Flyers Barred 


“*We do not accept pilots who do stunt 
flying, nor do we accept army or navy 
pilots or observers. We do accept the 
midshipmen in the graduating class at 
Annapolis if they will state that they do 
not intend to volunteer for assignment 
to the air force. The same applies to 


cadets at West Point.’ 
| “In answer to Question 5, ‘Do you in- 


Can you see a way to better things in your present job? 
Will it land you where you want to be in ten years from now? 


A Man Can Go Dead on Any Level 


If you have thought about your job, and believe it is a 
blind alley, why not talk over working for this company. 


The necessary requisites are character and a desire to 


We Will Help You on Your Way 


Write us, and in your letter, tells us all about yourself. 





WILLIAM A. WATTS, President 
W. E. BILHEIMER, Vice-Pres. and Manager of Agencies 





erchants Life Insurance 


HOME OFFICE: DES MOINES, IOWA 


Q 


sure pilots, mechanics, testers, manufac- 
turers of aircraft who fly and officials of 
air transportation companies? If so 
does the extra premium vary with typ« 
of individual insured? (a) What extra 
premum? (b) What limitations as to 
amount and plan of insurance? (c) Does 
extra premium vary with class of flying 

nine of the 19 insuring those who fly 
answered this question ‘No.’ Other 
answers are: 

“*We have made offers on all. Each 
case considered on individual merits. Oc 
casional flights with responsible pilot and 
reliable craft would not necessarily re 
quire a rating. As definite assurance as 
possible, required, however, that flights 
not more than occasional and no inten 
tion of taking up flying as regular pa: 
time. It has been our attempt to con 
sider all risks exposed to aviation haz 
ard on such a basis, considering favor- 
able applicants flying as much as three 
hundred hours a year acceptable with 
rating not less than $50 per $1,000." 


Some Pilots Accepted 


“*We accept applications on pilots 
with the exception of postal, civil and 
military aviators. We do not encourage 
applications from mechanics or testers 
We will accept applicants from manu 
tacturers or officials of air transporta 
tion companies provided we can secure 
reliable information as to the number of 
flights they will likely take. The extra 
premiums required have been outlined 
above—we assess the expected extra 
mortality by an extra premium—$50 per 
$1,000 and up. Regular plans and 
amounts severely limited. Extra pre 
mium will depend upon class of flying.’ 


Mail Pilots Pay Extra 


“ae 


We charge $25 per $1,000 extra to 
air mail pilots and army and navy avi- 
ators. We rate the other risks on the 
basis of $15 per $1,000 for each fifty 
hours of flying per annum. We issue 
on all plans except term insurance. Ex 
tra premium varies with class of flying.’ 

“*Yes, the extra premium would vary 
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with the type of individual insured. Mail 
service pilots, and forestry patrol pilots 
of Canada, would probably be consid- 
ered the best of this class. For pilots in 
the forestry patrol service we would 
probably charge $35 per $1,000. The in- 
surance would be limited to an endow- 
ment plan, but, as a rule, we would pre- 
fer a lien to the extra premium. This 
lien generally runs for over a period of 
fifteen years. The extra premium would 
vary with the class of flying.’ 
Movements Not Restricted 


“Question 6, ‘Has your aviation clause 
any limitation as to where and how the 
insured must fly?’ 

“‘Tf an applicant states that he intends 
to go to Europe and possibly fly from 
London to Paris, or some well-estab- 
lished route, all other things being sat- 
isfactory, we give him permission to make 
such a flight under our regular policies 
at regular rates. We feel that the haz- 
ard from flying infrequently, purely as a 
passenger and more for the sake of the 
experience than anything else, is a small 
one, for after their curiosity has been 
satisfied, they will not make any more 
flights. It may be interesting for you to 
know that while some of our old con- 
tracts do not give permission to make 
aerial flights, we would recognize a 
claim if death occurred by reason ot 
making a flight. Under our present ap- 
plications, we ask if the applicant intends 
to make any flights. If he should an- 
swer in the negative, and then six 
months later should write that he was 
contemplating a flight from Boston to 
New York, or Paris to London, we 
would write that such a flight would not 
invalidate his contract.’ 


Double Indemnity Not Issued 


“In answer to Question 7, ‘Do you is- 
sue disability benefits or double indem- 
nity under these contracts?’ 13 of the 
companies insuring those who fly an- 
swered ‘No.’ mf 

“ ‘Disability is considered on applicants 
of mature years whose finances show 
that they are willing and able to fly on 
nationally or internationally known air 
lines properly financed to conduct regu- 
lar passenger service between two defi- 
nite air dromes. Our double indemnity 
clause contains the usual exception if 
death results from accidental means oc- 
casioned by an aircraft ascension.’ ” 





Illinois Life Meeting 


The Green Signal Club, the Illinois 
agency organization of the Illinois Life, 
will hold its annual meeting Jan. 5, at 
the home office in Chicago. The banquet 
will be held in the new Stevens hotel. 











| FRANK W. PENNELL ANALYZES SOME 








Frank Pennell, an outstanding New 
York producer, in a recent address be- 
fore the Life Underwriters Association 
of New York said: 

“Just for a moment picture New York 
City. Every day in the week it gradu- 
ates into business a new generation of 
| youngsters starting their careers. A 
decade from now that new generation 
will be swinging into positions of afflu- 
ence and promise, and it is to that type 
| that go the ones, twos, threes and fives 
of today which will later on ripen into 
| the larger lines. They will come to 
| you easily and naturally by the intelli- 
| gence of service given through the 
| years. I have not had much success 
| writing men once they have obtained po- 
| sitions of affluence and promise, finding 
| nearly always in my path an obstacle 











| which I don’t overcome or don’t try to 
| overcome because some agent has been 
| traveling that road from the beginning. 
| I think it is well to keep in mind that 
| the per capita insurance of this coun- 
try is not more than $3,000, which means 
that perhaps 99 percent of the people 
of the United States are from the stand- 
point of insurance purchasing power 
just average people. 

“That leaves 1 percent. I think it 
fair to assume that of the remaining 1 
percent the largest proportion are either 
canvassed pretty hard, tied up with 
agent of their own or are inaccessible. 


Many Large Lines Fictitious 


“We read stories about large lines 
and we wonder how to do it. Lots of 
them are fictitious, and some agents go 
south with a pocketful of notes. They 
are not always pleasant. 

“I have made this statement before 
and I shall always believe it: That if I 
were given the option, in the next 12 
months, of writing 150 people for a 
gross volume of $1,000,000 as against 10 
people for a gross volume of $1,500,000, 
my preference would be for the 150 peo- 
ple, for the reason that from a straight 
merchandising standpoint I think that 
the repeat order business from the 150 
people swells the good-will business that 
they will develop. This would mean 
far more to me in the years to come 
and I can see that it would do more 
than anything I could expect from the 
smaller number of clients. 

Canvassing Methods Vary 


“We have a whole group of people 





who believe in the cold canvass method. 








FRANK W. PENNELL 
Me 

Perhaps a large group are here who 
believe in the reference plan. We also 
have a group of people who think that if 
they can’t close a deal on the first in- 
terview they would never go back again. 
Another class have the idea that two 
interviews or three interviews are nec- 
essary. We have others who use a 
habit talk. We have another group who 
systematically make so many calls per 
day, and another group who will have 
sO many interviews per day, et cetera. 
My own thought on that matter is that 
there are as many ways of selling life 
insurance as there are people in this 
room oragents in the business. 

“Personally, I can’t work the cold 
canvass. I work the reference plan. It 
is the only one I know. I don’t try to 
sell people life insurance, I try to get 
people to buy life insurance. 

“In calling on a man, I like him to 
feel that I am not endeavoring to take 
his money away from him, or to put 
him on the end of a limb, or to sell him 
an examination, or to make him feel that 
he is under an obligation to me. If I 
can get his guard down and talk to him 
about his own problems I go away and 





leave him and let him know he can come 
to me any time he likes to come, with- 


out any pressure. It is the only method 
I have used. 


Social Instincts Are Aids 


_ “In reference to developing our social 
instincts. I think it is very important 
that since we are in a ruman business 
we do develop our social instincts even 
though it is an unnatural thing for some 
of us to do. I think it is a mighty 
fien thing, if we aren’t in the habit of 
playing golf, to go out and learn or try 
to learn to play. Learn to play tennis. 
Follow football to know what the teams 
are doing. Know what the major 
leagues are doing, what the polo teams 
are doing. I think it is a fine thing to 
know something about those miscellan- 
cous things so that you can talk to peo- 
ple about something apart from business. 
f “New York to me has always been 
just one collection of small towns and 
villages stretching from one end of the 
city to the other. Practically every in- 
custry 1s in a certain section, localized. 
Professions are situated in the same 
way. Everything is arranged naturally 
ail the way up. Within these towns and 
villages people have lived rather a lo- 
calized life. In these towns the people 
talk a trade language, eat at common 
restaurants and have common leaders, 
and if a man will concentrate his time 
and will work in that sort of a sphere 
he is able to build the same kind of iden- 
tity as he would in a small town. 


Does Business at Noon 


_“I try to do all my business, or most 
of it, during lunch hour, and even though 
I sell a man in the morning I like to 
have him go to lunch with me. Some 
agents won’t spend their money that 
way. I like to do that because the in- 
surance atmosphere is cleared and I 
want to find out something about my 
mand and I want him to find out some- 
thing about me. I want to find out what 
his ambitions are, his characteristics, his 
hobbies, where he is heading and so on. 
_“All this humanizing method of get- 
| ting a man to like you and getting him 
| to work for you is very helpful. I like 

to scl him an idea of going one step 
farther than that of getting a reference 

from him. I want to tell him what I 
am trying to accomplish and to get him 
interested so as to be my agent, working 
| without a commission, endeavoring to 
open a door so that I can go and sell 
| his friend life insurance. 


Friends Can Be Sold 





“With reference to selling to friends 
|and neighbors: When I meet a person 
first of all on a social basis it is very, 
very difficult for me to talk life insur- 
ance to him. In fact, I don’t try to. 
| For example, I don’t want to have my 


| 
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A Record of Progress 


New Business Paid For . . . 
Business in Force on December 3lst . 


In making plans for further development of 
our field force consistent with our growth, we 
have openings for managers in several territo- 
This may be your opportunity, especially 


HE growth in recent years of Th¢ Guardian Life Insurance Company of America is in- 
dicative of the efficiency of the modern sales methods placed at the disposal of its field 
The figures tabulated below record the Company’s advance in the past five years. 


1926 
$ 71,812,005 
333,042,886 


1922 
. « $ 35,431,368 
206,310,800 


if your training and experience has been such | 
as to equip you for managerial responsibility. 
Write in full confidence, stating your age, 
history and qualifications for the position. | 


THE GUARDIAN LIFE INSURANCE COMPANY OF AMERICA | 


Established 1860 Under the Laws of the State of New York 
50 UNION SQUARE, NEW YORK 
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neighbors, whom I know better than 
anyone else, thinking that 1 am trying 
to commercialize my friendship in my 
neighborhood. I don’t want them to 
avoid my family. I don’t want them to 
avoid my children or to avoid me. 

“But I can talk to my friend over a 
cigar in the evening, or in a golf game, 
in an indirect way. I can talk over a 
program of life insurance and tell him 
what an ordinary life insurance policy 
is, what a cash value is. If I am adroit 
and subtle enough I can fit that plan 
around him and his family and he never 
ened know that I am making an indirect 
solicitation. 


Cannot Standardize Men 


“I don’t believe you are ever going 
to standardize men, either prospects or 
salesmen. When I first went into the 
business I looked out of the office win- 
dow and I saw a great crowd milling out 
in the street. I thought, what a won- 
derful business that was. Every man, 
woman and child in that street is a pros- 
pect, I thought. That isn’t so. I live in 
a community of 50 or 60 neighbors. I 
know all about them, or I think I do. 
You have all this scientific knowledge 
and you understand these isms, cults. 
You can’t sell a man who hasn't the 
money to buy life insurance. You can’t 
sell a man who is morally or physically 
unfit. You can’t sell a man who hasn't 
any use for his family, who doesn’t love 
his wife. 

“So we turn the salesmen loose with 
all these modern ideas, on the theory 
that every man is a prospect. We don’t 
tell them much about making an elimi- 
nation. Instead of wasting our time 
on people who can’t be sold, we don’t 
tell them what constitutes a prospect 
and how we are going to find him. 


Trained, Intuitive Man Can Sell 


“If a man is trained and has intuition 
he can go and talk to people, and if he 
understands his prospecting idea, peo- 
ple are going to tell him things that are 
interesting. If he gets out on main 
street, he gets information much before 
it gets to the newspapers, and time and 
again salesmen have come without any 
sales talk at all, have simply come with 
the writing out of the application. So 
I hope in the future we are going to hear 
less about scientific selling and a little 
more about intelligent prospecting. 


Trust Service Doubled 


“During the past six months we have 
heard a great deal about bank trusts. I 
have talked this week with three trust 
officers, and they have told me their 
banks are not interested in a _ trust 
unless it is $25,000 or more. If they 
can’t make any money out of it, it is 
going to be expensive for the man creat- 
ing a trust. 

have heard about our special op- 
tions or our average people who are able 
to carry $100,000 or more for the family. 
I think we want to hold our balance in 
all this national agitation about estab- 
lishing trusts with banks. I think we 
ought to take it with a grain of salt 
and remember that 99 percent of our 
people are in no position to create a 
trust either through life insurance or 
any other way to make it attractive to 
the bank, and these bank and trust 
officers will admit that the special op- 
tions on all those cases are much to be 
preferred to the bank trust idea. 

“T have always been a chronic reader 
of the news sheets covering business, 
and I find it is very effective in talking 
to a man. If a man has a_ business 
down in Texas or in Canada about 
which he is curious, and if a salesman 
has read his trade paper and knows the 
news, this is an impressive thing, as he 
can give this information from his head. 
I don’t think many agents read their 
trade papers. 

“T don’t think the general agent su- 
pervises the agent. You can run all 
the programs you want in your office, 
or make all the rules, but I think self- 
supervision is a thing which is right 


down here under your vest somewhere.” 















INOIS LIFE INSURANCE CO. 

















critace 


Kinns w. Svavans, Founder 


If you are interested in developing 
an agency as a general agent 
with a liberal commission and 
renewal contract. 


If you are interested in developing 
an agency as a district manager 
with a part commission and 
part salary contract. 


If you are interested in developing 
an agency as a district manager 
on a salary basis. 


We will be glad to consider your 
application. 





We have splendid opportunities 
to offer in a few leading IIli- 
nois cities. 


In your letter, please state the 
line of work in which you are 
now engaged and the contractual 
arrangement in which you would 
be interested. 


Write to the 


Illinois Life Insurance Co. 


CHICAGO 


James W. Stevens, Founder 
Greatest Illinois Company 


1212 LAKE SHORE DRIVE 
The Illinois Life is The Dean of the Illinois Legal Reserve Companies 
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CONSERVATION STRESSED 
AT REGIONAL GATHERINGS 


CHICAGO UNDERWRITERS 
HEAR TRUST LECTURE 
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NYLIC INCENTIVES and AIDS TO SUCCESS 





NOLAN OLA | 








Association Members and Others Turn | 
Out in Large Numbers for First 
of Series of Meetings 


Mutual Life’s Eastern and Southern 
Division Managers Gather at Pro- 
duction Conferences 


| 
| 
| 
| 





They Talk the Same 
... Language... 


I Nothing contributes more to the development of 
efficiency in any organization which appeals to 
the public, than a clear understanding between rep- 
resentatives in the field and Home Office Executives. 


Cooperation between life underwrit- 
ers and trust companies for the benefit 
of both and of the public in addition, 
was urged by John A. Reynolds, assist- 
ant vice-president of the Union Trust 
Company, Detroit, in his address before 
the Chicago Life Underwriters Associa- 
tion on Tuesday this week. There is no 
such thing as the dissipation of life in- 
surance funds, Mr. Reynolds stated, since 
a life insurance policy provides money 
for the very purpose of being spent. 
The negative idea embodied in the word | 


The Mutual Life of New York held 
a conference of its eastern division and 
Chicago managers in New York City re- 
cently, presided over by George K. Sar- 
gent, second vice-president and manager 
of agencies. 

The conference dealt with field prob- 
lems and production. The subject of . 
| conservation was taken up in detail, and 
| President David F. Houston was deeply 
| interested in the discussion of methods 
| and plans in connection with this branch 
of the business, himself laying stress on 
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In a life insurance company, the Home Office must 











know the agent’s problems, if they are to be dealt ma) snc negative | . : ‘ 
‘th fairl 4 effectivel S dissipation” in this connection, he said, quality and persistency. 
wi airly and eitec y- : hen the Cont, of restraining a? a | At the dinner at the conclusion of the 
‘ . . . ‘ i! | ple , sur: , > lennon " a 
Nylic Agents have no difficulty in making their | |e ynencr = a lillgaaaeaemmeadlinataas othere | conference Mr. _— ton address “to the 
field problems understood ot the Home Office ‘ ——_ pe i >) YF winiiiies it + i managers, giving no a -. the _ 
. D egarding e 1t1 portunities and possibilities »efore the 
Ss 
= » i es fi | company and a trust company to ad- | company. 
q And this is not strange; for the majority of the = minister a beneficiary’s funds, the The company held a conference of its 
Executive Officers, including the President, have by] | speaker said: “There is not a well-in- | southern division in Asheville, N. C., No- 
had practical experience in field and Branch Office z vember 1-3. 
k '. President Houston attended the Ashe- 
work, ve = : : . 
‘ ville meetings, and states that he intends 
Sia a oe ee ee eee Ercan rae ag 
. . . Ste 5 . . 
executives alike. And you don’t hear Nylic s pn , 
Agents saying, “Our officers can’t get the agent’s fe — 
point of view because they have never had field ex- Ke trusteeing of partnership insurance is a 
perience ” , modern insurance practice and that no 
. trust company ever has lost a cent 





placed with it by policyholders because 
a trust company is only an agent, Mr. 
Reynolds closed by repeating his ap- 
peal for cooperation. 

8S. T. Whatley Presides 


T. Whatley, Chicago general agent 
of ~~ Aetna Life and president of the 
Chicago association, opened the meet- 
ing. He gaid: “The meetings on life 
insurance trusts arranged by the Chi- 
cago association presages a new era in 
the life insurance business in Chicago 
and undoubtedly will create a friendlier 
and closer relationship between life un- 
drwriters and trust companies.” H. H. 
Rockwell, vice-president of the Northern 
Trust Company, Chicago, introduced 
Mr. Reynolds and at the close of the 
| meeting announced Edward Dean, 
Grand Rapids, Mich., as the speaker for 
the Dec. 6 meeting. 

The crowd that turned out to hear 


q Common experience begets mutual understanding 
which in turn begets confidence; and confidence 
begets strength. 


There is probably no life insurance company be- 

tween whose Field and Home Office there exists a 
more frank and cordial relationship, due largely, no 
doubt, to this sympathetic bond of common experi- 
ence. 


VOX ANU TANU TANTO OXON NOX ON TON aX aN axl ark /ax vex 





vari 


JOHN A. REYNOLDS 


formed trust man in the country who 
believes a life policy arranged on the in- 


come basis is not a good thing. But in- 


Is it any wonder that, measured by 
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usual standards, Nylic agate ae Al | come policies do not cover all the con- Mr. Reynolds packed the Red Room of 
e ° ° ° g | the La S: . 
industrious, persistent, satisfied fl | tingencies the principal may wish ts | ba 2 a h the than a hun 
h ? f| | have covered, and the trust companies | St g through the meeting. 
and appy : S must care for all the other cases. —_—_ 
iS Trusts give discretion to a local insti- Parkinson on Executive Committee 
kd] | tution for handling life insurance, and Thomas I. Parkinson. president of the 
New Home Office Building now being erected ‘S| many would buy insurance or more in- Equitable I ite an teas Voek ane sheeted 
on Gate of: On fenens oh fai} surance if they knew the proceeds | ~ ; a die aan ——- oor 
aioe sea ta! | would be handled by their bank. Men . “yy ber of the e Life Te. committee of 
=—_ ; é 4 oe the Association of Life Insurz i- 
3 on their banks for advice in finan- e Insurance Pres 
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cial matters. 


dents at the meeting of the executive 
committee Fridav. Mr. Parkinson, who, 
upon the election of William A. Day 
to the chairmanship of the board. suc- 
ceeded him as president of the Equit- 
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NEW YORK LIFE INSURANCE COMPANY 
DARWIN P. KINGSLEY, President 


Service Can Be Extended 


“Life underwriters as ministers of in- 
service have an opportunity 
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346 BROADWAY, NEW YORK to extend that service bey | comer caused by the retirement Pg Bn 
\ ce of the principal through the trust com- | er Geen Gas etendiedled’s eauitinn 
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vestments, Mr. Reynolds said that many | since Mav 12, 1911, when he was elected 

people are interested primarily in the to succeed the late Saal Secten on 

return from the investment of life in- | ' . 


surance funds, some being interested in 
the guaranteed return only and some in 
| more than the guaranteed return. 


ALAMO LIFE INSURANCE COMPANY 


Graham Dowdell, Pres. 


Follow Up Zone Conferences 


A tentative program for 1928 which 








A progressive up-to-date company with a program of 
expansion an 
All Texas is our field. 





“The Fast Growing Company of the Southwest” 
San Antonio, Texas 











Trusts Prevent Lapses 


A point he stressed is that very few 
policies, his experience has shown, that 
are deposited under trust agreements 
ever lapse. The prestige of the trust 
company and the desire of the policy- 
holder to enjoy some of that prestige 
through business association with the 
officers of the institution keeps a man 
paving his premiums. 

After telling his audience that the 


embodies a follow-up on the zone con- 
ferences of 1997 was outlined bv the 
Program committee when the executive 
committee of the General Agents’ Asso- 
ciation of the Northwestern Mutual Life 
met at the home office in Milwaukee 
last week. The value of the zone con- 
ferences this year was apnarent and the 
general agents plan to discuss some of 
the subjects in further detail at the 1928 
zone conferences, according to the re- 
port of the committee. 
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WAYS ARE SUGGESTED 


FOR HOLDING BUSINESS | 
anainaine 


MUST EDUCATE THE AGENTS | 
| 


Speakers Comment on Conservation at | 
Meeting of the Association of Life 
Agency Officers 


Conservation of business was one of 
the big themes discussed at the meeting 
of the Association of Life Agency Of- 
ficers. O. J. Arnold, president of the 
Northwestern National Life, who was 
recently elected president of the Amer- 
ican Life Convention, has featured per- 
sistency so far as his own agency or- 
ganization is concerned. In speaking to 
the convention Mr. Arnold stated that it 
is highly essential to get the agents in- 
terested in the conservation movement. | 
Nothing can be accomplished unless 
their interest is elicited. He said that 
sentiment is the big factor in a campaign 
of this kind. In speaking of the North- 
western National's record he said in 1925, 
33 percent of its new business written 
the year before lapsed. In 1926 it was 


reduced to 24 percent. In 1927 up to 
Oct. 1, the ratio was 22 percent. 


American Life Convention Survey 


Mr. Arnold stated that when the 
American Life Convention made its sur- 
vey a few years ago it was found that 
the average lapse ratio of its members 
was 35.6 percent. He said that the 
older and larger companies had the ad- 
vantage in this respect because their 
agents were more seasoned. Their 
policyholders were older and much new 
business was written on the lives of old 
policyholders. This kind of business is 
the best because it sticks. 

President Arnold said that while all | 
companies desired new business and of | 


course should put on pressure for new 
business they should not overlook con- 
servation and equal pressure should be 
made on the field men to show a high 
gain of insurance in force. 
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ment to find what particular agents are 


| responsible for a high lapse ratio. Then 


the manager or general agent must be 


| educated as to the wishes of the com- 


Mr. Arnold said that in his organiza- | 


tion a report was sent to each general 
agent on the 15th of every month cover- 
ing those producing $100,000 or over 
showing the lapses of the previous month 
and the lapses of the year up-to-date. 
This information is given 10 days after 
the grace period has expired. The re- 
port tor each man in the agency is thus 
recorded. Mr. Arnold said that the 
general agents are urged to emphasize 
gain in insurance in force. Special prizes 
are given for conservation of agency 
meetings. He stated that agents like 
recognition and if they are featured for 
their presistency records they will seek 
to gain approval. 
Must Secure Agents’ Good Will 


Winslow Russell, vice-president, 
Phoenix Mutual Life, said that one of 
the things necessary to promote prog- 
ress was to secure the good will of the 
agents up and down the line. He said 
that the Phoenix Mutual Life had found 
that when it paid higher commissions the 
agents were making in the aggregate less 
income than they are now. He said that 
the company had made two recent sur- 
veys of its agents in different parts. In 
one section it was found that the actual 
time given to serious interviews per day 
per man was 48 minutes. In another 
section the average time was one hour 
and 10 minutes. 

James A. Fulton, agency superintend- 
ent of the Home Life, said that in order 
to bring about a feeling in the field that 
persistency is desired it is necessary to 


| get the president, directors and agency 


department to realize that the first year’s 


| volume is not the full criterion of success 


of the agency end of the company. It 
is possible, he said, to trace the excess 
lapse ratios to individual agents. It 
should be the duty of the agency depart- 


| in lapsation. 


pany in saving business. The agent who 
roams about over a large territory does 


not follow up and cultivate his policy- | 


holders. Mr. Fulton said that some 
agents work in an economic strata that 
does not warrant the effort put forth. 
In cases of this kind there will be a high 
lapse ratio. 


Effect of Twisting 


Twisting, he said, is a distinct factor 
He said it is not as un- 
common as Officials think it is. Twisting, 
he said, should be corrected for a com- 
pany’s self protection. An agent that 
twists a case is very sure to bring on 


retaliatory tactics on part of the other 
agency affected. Revenge is sought. It 
becomes a matter of “dog eat dog.” In 


| order to correct this he said there must 


be good faith at the top and educational 
work from that point down the line. 

Mr. Fulton said that it should be 
pointed out to the agents the effect of 
lapses on their income during a period 


of 10 years. Where an agent can save 
his business, his income will be much 
greater. 


Over-the-Counter Business 


Another point raised by the speaker 
was the type of proselyting that is going 
on where a general agent will seek over- 
the-counter-business, considering it more 
profitable than what comes from his own 
agents. The business that brokered 
brings him no overhead expense. He 
said that this competitive bidding for 
brokerage and for business of agents of 
other companies leads to competitive 
bidding. Very frequently it is found 
that whole time agents attached to an 
office can get more as brokerage from 
some competing office. He said that this 
is an insidious danger that should be 


checked. 
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METROPOLITAN LIFE’S 
CHICAGO STAFF MEETS 


FOUR CONVENTIONS ARE HELD 


Home Office Representatives Conduct 
Educational and Social Sessions— 
Public Banquet Guests 


Managers, assistant managers and 
agents of the Metropolitan Lite located 
in and around Chicago gathered for a 
series of four of the company’s triennial 
conventions in Chicago last week and 
this. This part of the Metropolitan Life 
field force numbers approximately 1,500. 
There were four separate conventions, 
beginning with one Nov. 4. The last 
was held Wednesday this week. 

rhese triennial conventions, according 
to A. F. C. Fiske, third vice-president 
of the Metropolitan Life, are held so 
that the officers can give their associ- 
ate workers in the field an accounting 
of their stewardship. Mr. Fiske and 
Dr. Lee K. Frankel, second vice-presi- 
dent, headed the convention party from 
the home office. They were accompa- 
nied by Dr. George L. Megargee, as- 
sistant medical director; James A. 
Smithies, superintendent of agencies for 
the western territory; Mrs. Helen C. 
La Malle, superintendent of nursing 
service, and Michael Kley, manager ot 
the company’s immigration service and 
citizenship bureau. 

Banquet Sessions Social 


Each of the conventions followed 
along practically the same lines. There 
were two business sessions during the 
day, followed by a banquet at night. 


| The first business session in the morn- 


| convention. 


ing included the whole field force from 
the districts gathered for that day’s 
The afternoon sessions 
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entral Life 


Liberal General Agency Contracts offered 
To High Class Salesmen and Organizers 
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Of Illinois 


Who are prepared to capitalize 
its Practical Sales Service, including: 


Profit Sharing Banker’s Plan 


which attracts and equips new representatives. 


Practical Sales Course 





Participating and Non-Participating Policies, 


Child’s Policies from date of birth, Mortgage Coverage, 


Non-Medical, Preferred Risk Policies. 


Dividend factors, mortality 1924-26, 34%. 
Operating in twenty-two states with excellent General Agency openings in 
PENNSYLVANIA 
A 


UTAH 
\ZYOMING 
S. B. BRADFORD, Secretary 


COLORADO 
FLORIDA 
INDIANA 


W. H. HINEBAUGH, President 





Ratio, assets to liabilities, 
invested funds, 6.03%. 





MICHIGAN 
MISSOURI 
OHIO 


W. R. WILSON, Vice-Pres. & Agency Dir. 
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25% Greater Fileage 


in the same floor space 











ppnow rentals are high and offices are 
congested, this new 5-Drawer letter file by GF 
will prove its unusual value. Every file gives 25% 
more storage, and four of them do the work of five 
4-Drawer files. 

Yet, this new GF Allsteel file is only 4% inches 
higher than a standard 4-Drawer file. Space saving 
construction accomplished by GF engineers has 
provided a full roomy letter drawer that will never 
warp, stick, or sag, because it’s steel. 


Solid bronze hardware, full roller suspension, a 
thumb latch on each drawer, all are the exceptional 
features that commend this file to you. Be sure you 
ask for GF Allsteel at your equipment dealers. 
Send the coupon for a complete folder of GF 
5-Drawer and standard 4-Drawer files. 


THE GENERAL FIREPROOFING COMPANY 
Youngstown, Ohio Canadian Plant, Toronto 
Branches and Dealers in all Principal Cities 


5-DRAWER FILES 





* Attach this coupon to your firm letterhead 


THE GENERAL FIREPROOFING COMPANY 
Youngstown, Ohio 





Please send me descriptive literature of the new GF 5-Drawer File and 
the regular 4-Drawer Files. 


Name 
Address . 
Se : 





were confined to the managers and offi- 
cers of the company. The evening ses- 
sions and banquets were entirely social, 
and men and women prominent in the 
financial, business, educational and social 
service work of Chicago and surround- 
ing communities were the company’s 
guests. 


Health Activities Important 


Dr. Frankel, internationally known as 
a health worker and former president 
of the American Public Health Associ- 
ation, detailed to the gatherings the 
work the Metropolitan has done in add- 
ing to the health of its policyholders in 
particular and of the country in general. 

Dr. Frankel said the death rates from 
various diseases in Chicago are lower 
than the average, on the whole, and 
pointed out that the death rate from ty- 
phoid is practically nil, being .8 per 
100,000. He stated that the diphtheria 
rate of 7.3 per 100,000 is low, but that 
it is umnecessary, since it has been 
shown in other large cities that this dis- 
ease of childhood can be wiped out of 
existence by having the children of all 
ages immunized by means of antitoxin. 

A feature of each convention was the 
demonstration and explanation of the 
work done among the industrial policy- 
holders by the visiting nurses of the 
company. This was made by Mrs. La 
Malle, who stated that company nurses 
paid well over 3,000,000 visits to policy- 
holders last year. 

Chicago Health Commissioner Herman 
Bundesen in addressing the meetings stated 
that he believes life insurance to be one 
of the greatest boons offered the heads 
of families. He said that when a man 
dies leaving his family destitute, the 
fault is not only the fault of the man 
who failed to provide life insurance but 
also of some life insurance agent who 
had failed in his duty to the community 
bv not selling that man insurance. 


TRAVELERS CONVENTION AT 
HOME OFFICE NEXT YEAR 





HARTFORD, Nov. 10.—Agents of the 
Travelers who become officers of the 
Travelers Leaders Club by virtue of 
their accomplishments this year will 
meet in their annual convention next 
year at the home office in Hartford. 
The convention will be held in June, 
but the specific dates have not been 
announced. The last time that field 
leaders among the Travelers agents met 
at the home office was in 1926. The 
convention last June was held at the 
Chateau Frontenac, Quebec. 

‘ Among the thousands of Travelers 
| agents throughout the United States and 

Canada 262 elected themselves club of- 
ficers, and as a consequence attended 
| the convention in Quebec. The number 





who will qualify for the convention in 
Hartford next June, however, will be 
considerably larger but the exact count 
' will not be known until after the close 
of the present business year and the 
standing of the leaders has been deter- 
mined. 

1 The decision to meet in Hartford was 
made to enable the leading writers of 
‘multiple lines of the Travelers to note 
‘the rapid progress the company has 
| made the last few years. Some of the 
| changes that have been made in the 
home office since the last convention in 
| Hartford include the completion of the 
‘building unit at Grove and Prospect 
streets and the improvement of the 
company’s recreational facilities. The 
new 16-story building the company is 
now erecting on Central Row will be 
fronton completion by the time of the 
convention. 


Fred Mason in Critical State 


Fred Mason, former general agent oi 
the Aetna Life in Chicago and now a 
member of the S. T. Whatley general 
agency of the company in that city, is 
critically ill at his home following a 
stroke suffered some months ago. He is 
the son of Ira J. Mason, who also was 
a Chicago general agent of the Aetna 
Life. 








AIR PASSENGERS ARE 
DECLARED INSURABLE 


COMPANY IS TO ACCEPT RISK 


National Life, U. S. A., Plans to Have 
Coverage for Specific Travel 
Hazard Ready Dec. 1 





A significant announcement indicative 
of the strides which have been made in 
commercial aviation is that of President 
Robert D. Lay of the National Life, 
U. S. A., relative to this seeming haz- 
ard which has been commanding atten- 
tion of the life companies. President 
Lay stated: 

“We have made an exhaustive survey 
of aerial navigation as a result of de- 
velopments during this past year, and 
especially because of the interest of the 
public in this question. 


Flying Called Safe 


“It seems to me we now might just 
as well recognize the attraction, feasi- 
bility and safety of aerial transporta- 
tion. The first flights were made as 
long ago as 1903. The United States 
government purchased its first airplane 
in 1908. Since that time radical im- 
provements have come looking to sta- 
bility of construction, safety in flying, 
establishment of landing fields and air- 
ports, and other innovations which not 
only promise rapid development in the 
near future, but assure us that aerial 
navigation is a present factor in our 
daily lives. 

“The progress made in Europe has 
been more advanced than in this coun- 
try. The air route from Paris to Lon- 
don is in constant use and regular flights 
from Paris to other European points 
are daily incidents. In this country 
we have had for nearly eight years a 
transcontinental air mail route between 
New York, Chicago and San Francisco 
which has proved so satisfactory that 
it has been extended to points north 
and south. 


Private Enterprise Enters Field 


“As a result of the successful air mail 
service, private corporations have en- 
gaged in aerial transportation. Well 
constructed cabin airplanes with com- 
fortable seating arrangements have been 
placed in service. As a matter of fact, 
thousands of travelers have availed 
themselves of the established aerial 
transportation facilities now available. 

“These corporations, seeking the pat- 
ronage of the traveling public wishing 
or needing to save time, and being thor- 
oughly aware of the natural prejudice or 
fear of the average man unaccustomed 
to traveling by air, have left nothing 
undone to insure absolute safety of op- 
eration and preservation of life. As a 
matter of fact, death while a passenger 
in a licensed commercial aircraft pro- 
vided by an incorporated common car- 
rier for passenger service and while 
operated by a licensed pilot and flying in 
a regular civil airway between definitely 
established air ports is rare. It is this 
specific risk which in my opinion is one 
which might well be carried by the in- 
suring company in absolute safety and 
in their desire to fully serve the in- 
suring public. It is our plan to have 
this coverage ready so that it may be 
issued in connection with policies on 
and after December 1, 1927. 


Hazard Compatible With Policy 


“In making this announcement it is 
our desire to make clear to the public 
that our company is not assuming a haz- 
ard incompatible with the intent of the 
policy contract. It is a recognition of 
the trend of progress, and that it is the 
intention of our company to consider all 
matters of this kind, regardless that 


| they may be new. The moment we re- 


fuse recognition of the obvious in the 
way of real progress looking toward 
comfort and time saving we begin to 
retrogress.” 
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ACTUARIAL DEVELOPMENT OF 
PENSION FUNDS IS ANALYZED 





T WAS once thought that life insur- 
| ance could be successfully handled 
without the aid of an actuary. No- 
body thinks so today. It is taking the 
business world longer to learn that a 
pension fund also needs the attention of 


an actuary; and one reason why it has | 


taken so long is given in a paper re- 
cently presented before the American 
Institute of Actuaries by Henry R. Cor- 
bett of Chicago. It explains this strange 
hesitation on the part of some good 
business men to apply to pension funds 
the science that has proved so funda- 
mental to life insurance. 

Mr. Corbett shows that this is due 
to a singular misunderstanding of terms 
which have been used in pension re- 
ports in a different sense from their 
usual meaning among business men. 


Interest in Pensions Develops 


Unusual interest is developing in the 
general subject of pensions and other 
forms of benefits for employes. It is 
very desirable, just at this time, to lead 
those interested in pension funds to 
rely on sound actuarial data just as the 
life insurance public does. As a means 
to this end. THe Natonat UNDERWRITER 
has asked Mr. Corbett to prepare a sum- 
mary of the paper referred to above. 
Executives, insurance men and other 
laymen interested in the planning and 
maintaining of pension, funds will find 
here an approach to the subject from a 
new angle. It describes a direct method 
for giving to the executive and the ac- 
countant the exact information required 
for the balance sheet and the annual 
budget. Mr. Corbett’s summary follows: 


Annual Cost of Pension Funds 


“This may well be called an age of 
forecasts in business. We are regu- 
lating the future by our knowledge of 
the present and the past in every im- 
portant department of business and 
finance. Production, sales and financing 
are governed by painstaking estimates 
based on statistics. Perhaps the most 
impressive example of such forecasting 
is found in life insurance. A table of 
mortality is a prediction based on ex- 
perience and observation relative to the 
laws of human life. The most endur- 
ing institution in the financial world is 
built on that type of predictions. It 
stands as an impressive tribute to the 
work of the actuary. 


An Amazing Situation 


“So it is indeed a strange situation 
that many corporations and municipali- 
ties have pension plans on which they 
encourage their employes to rely with 
confidence, while the cost has not been 
calculated. The principles of calcu- 
lation are the same as in life insurance. 
The process of analyzing such pension 
funds has been admirably worked out 
by actuaries both in Europe and in 
America. It seems amazing, therefore, 
that eminent executives who base the 
most vital decisions on business fore- 
casts, and rely on the actuary for im- 
mense holdings of life insurance, should 
neglect the valuation of their pension 
funds. 

“The business man is not unfamiliar 
with actuarial reports on pension funds, 
and unfortunately some of these re- 
ports have contradicted his trained 
sense of values. The deficits have 
seemed excessive and impossible. A 
study of the situation shows that this 
has not resulted from any inaccuracy in 
the calculations but is another example 
of failure to define precisely the terms 
employed. The words ‘liability’ and 
‘deficit’ have been used in such valua- 
tions in an ‘actuarial’ sense quite dif- 
ferent from that in which these terms 
are used in current business. 

“Let us then clear up this misunder- 
standing of tams. In so doing we 
shall see that one additional process 


will transform the actuaries’ figures into 
lthe very items of infarmation needed 
for the balance sheet and the budget, 
viz. : 
| “The true cost of maintaining the 
| pension fund for any calendar year. 
“The amount of reserve which ought 
to be on hand at any given time. 
“From the usual viewpoint of the 
business man the deficits of pension 
funds have been overstated in two ways: 
(1) By including prospective 


crued; and (2) by assigning an ex- 
cessive proportion of the cost to earlier 
years, which overstates the accrued 
amount of reserve required as of any 
given date. 
we shall see a little farther on. 


How Costs Would Be Found 
“Regarding (1) above, in an ideally 
constituted fund, adequate contributions 


with actuarial calculations. To ascer- 


and date of every pension payment to 
be made to the present personnel 
throughout the entire future, until the 
youngest present employe dies at last 
as an aged pensioner. In an actuarial 


outlay as a liability, instead of includ- 
ing only the accumulated payments al- 
ready due. The effect of this over- 
statement of liabilities is illustrated far- 
ther on by comparative balance sheets. 


What Are Adequate Contributions? 


“What, then, do we mean by ade- 
quate yearly contributions? As we have 
seen, the correct measure of liability 
hinges on this question. The actuary 
first determines the total present value 
of all future pensions for a _ certain 
group, and then apportions that total to 
the several years of service. As to 
the proper rule for assigning to each 
year its proportion of the total cost, 
let us compare three different ideas or 
plans: 

“PLAN 
form percentage of salaries, if contrib- 
uted year by year, during the entire 
period of service, would be sufficient 
to provide the stipulated benefits. 

“PLAN 2—To calculate for each 
tion which, if made regularly during 
the period of service, would provide the 
required amount. 

“PLAN 3—The third proposal would 
be like Plan 2 except that the con- 
tribution for any earlier year, with com- 





| pound interest thereon, would always 
j}equal the contribution for any later 
| year. 


Plan 3 Preferred 


Just how this comes about 


tain these normal annual costs, the ac- 
tuary must first foreeast the amount | 


sense all this is a ‘liability,’ and ac- | 
tuaries have acquired the habit of re- | 
1 porting the value of this entire ultimate 


1—To ascertain what uni- 


group a uniform, stated annual contribu- | 





annual | 
deficits, as well as those already ac- | 


een 


would be made each year in accordance | 





“Those familiar with current methods | 


will see at once that Plan 1 is com- 
monly used in current valuations, be- 


as a percentage of salary. 
sideration we shall find that 
exaggerates the earlier contributions and 
| the accrued liabilities, and is open to 
|other serious objections. Plan 2 is in- 
troduced for convenience in comparing 
Plan 1 with Plan 3, which clearly claims 
our preference as the most logical 
method. 

“Let us, therefore, illustrate at once 
how Plan 3 operates in a specific case. 


cause employes’ contributions are made 
But on con- | 
Plan 1 | 


In pension fund analysis, after work- | 


ing out a service table, the cost is calcu- 
lated for each age and service group 
separately. We will take as a typical 
group a number of employes entering 


service at age 25, retirement on pension | 


| being at age 65. We will suppose that 
by the well-established process it is 


found that the pensions expected to be | 


| paid to this group have a present value 
lat age 65 of exactly $40,000. In other 


Seize This Opportunity 
Agency Manager Opening! 


Here is a Company just the right size to 
render genuine, individual assistance. Build- 
ing as we are but a few new agencies we 
are able to direct our entire attention to 
their success. 


It's the support you get that determines 
the value of your life insurance connection. 


Liberal first year commission—continuous 
renewals — prospect circularization — up-to- 
date policies and a definite plan of agency 
development; these factors should interest 
you, 

If you're ambitious with a good record— 
and can direct other men—then we're inter- 
ested. 


THE BANKERS RESERVE 
LIFE COMPANY 


R. L. Robison, President 
W. G. Preston, Vice-President 
R. C. Wagner, Sec’y-Treas. 
Home Office 
Omaha, Nebraska 








Insurance in Force $114,000,000.00 














OPPORTUNITIES 


The Midland Mutual Life Insurance Company offers: 


Low net costs, sub-standard service, low premiums 
for men, women and children, a full line of Life, En- 
dowment, Annuities and Retirement Income Con- 
tracts backed by a history of real achievement. 


Last year 94% of applications were issued as applied 
for; less than 6/10 of 1% declined—the balance is- 
sued sub-standard. Mortality ratio 25.9. 


Policy proceeds left with Company earn 5%. Divi- 
dends left to accumulate earn 434%. 


. 
Our General Agent’s contract will enable you to 
establish a business of your own on a substantial 
and profitable basis. If you are interested in the 
following territory, write us: 


Illinois, Indiana, Michigan, Maryland, New Jersey, 
California, Pennsylvania, Virginia, West Virginia. 


THE MIDLAND MUTUAL 
LIFE INSURANCE CO. 


COLUMBUS, OHIO 


“Its Performances Exceed Its Promises” 
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adequate record of experience the total 
cost of future pensions for a group of 
employes is as well established as the 
calculation of an ordinary life insurance 
premium. It remains only to appor- 
tion this cost properly to the several 
vears of service, and to state the cost 
for the year, and the deficit to date, us- 
ng the terminology of the business 
man in the same sense in which he 
uses it himself. The result is to make 
available for the executive and the 
-omptroller the very information they 
need concerning their pension fund, in 
the form required for the balance sheet 
and the annual budget.” 

*This rate of increase from year to 
year applies only to the yearly cost for a 
group whose members all have the same 
age and service. There would be no 
such large proportion of increase for the 
fund as a whole, because many such 
groups at various ages would be aver- 
aged in the total. 

+In life insurance calculations ac- 
tuaries accumulate as a resource the 
whole present value of income to be re- 
ceived through long future periods 
Against this they check as a liability the 
entire present value of outgo through the 
same future periods. This works per- 
fectly because the income is always as- 
sumed to be adequate to meet the cost 
But when the contribution scale is inade- 
quate, as in the case of most pension 
funds, an entirely different situation 
arises, and the resulting deficit by this 
method at any given date exceeds the 
true deficit at that time. 





William F. Davis Dies 

William F. Davis, senior assistant sec- 
retary of the New England Mutual Lite, 
died Sunday at his home in Woburn, 
Mass. , 

Mr. Davis was born at Woburn, Mass., 
Dec. 12, 1849. He spent his entire busi- 
ness life of 57 years in the service of 
the New England Mutual, entering it 
Feb. 15, 1870, when a young man of 
20. For some years he had been the 
sole survivor of his colleagues of that 
day. In 1888 he was appointed cashier 
of the company and in 1907 was elected 
assistant secretary. 

On the day that marked the comple- 
tion of 50 years of service, Feb. 15, 1920, 
the General Agents Association pre- 
sented him with a handsome gold watch, 
suitably engraved, and a scroll en- 
grossed with a sentiment appropriate to 
the occasion. Mr. and Mrs. Davis cele- 
brated their golden wedding Oct. 6, 
1924. 


Launching New Company 


_ Announcement was made last week of 
the proposed organization of a new life 
company in New York, to be known as 
the Harlem Life Insurance Company 
rhe incorporators of the proposed com- 
pany are: Arthur A. Madison, Samuel 
J. Cottman, Pope B. Billups, Samuel 
J. Battle, J. A. Steele, Henry S. War- 
ner, J. W. Durant, R. P. Braddicks, 
Jerome P. Ottley, Ed. H. Wilson, James 
Veale, Samuel J. Branch, Charles M. 
Hanson, Samuel Bright, Joseph A. 
ranner, David Doles, A. St. Clair Jones 
and E. V. Dench. 
Victory Life Sets Record 
_The Victory Life, the well known 
Negro company of Chicago, had its first 
$1,000,000 month in October. The com- 
pany is only 3% years old and has made 
a very fine showing since its organiza- 
tion. Early this year it was licensed in 
New York, being the only Illinois com- 
pany operating in New York. D. N. 
Yearwood of New York and J. P. Bond 
Washington, D. C., have passed the 
$200,000 mark in production this year. 
rhe company has developed a very fine 
set of producers and is making very fine 
progress, 


Cortright Takes New Post 


L. C. Cortright, vice-president and 
actuary of the Occidental Life of Ral- 
eigh, N. C., who has recently taken his 
new position, is one of the well known 
life underwriters. He resigned a few 
weeks ago from the Acacia Mutual Life 

f Washington, D. C. as executive sec- 
retary, to take his present position. 

Lawrence F. Lee, who has become 
president of the Occidental Life, has 
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taken up his new duties at Raleigh. Mr 
Lee was elected president to succeed the 
late A. B. MeMillen, who died last 
August. President Lee states that he 
contemplates making no further changes 
in the company. The Occidental Lite has 
nsurance in force over $27,000,000. Its 
assets are over $3,000,000, Before going 
with the Acacia Mutual, Mr. Cortright 
Was assistant secretary of the Old Line 


Life of Milwaukee. 


Sun Life Elected to Membership 

At the meeting of the executive com- 
mittee of the Association of Life In- 
surance Presidents Friday, the Sun Life 
of Baltimore was elected to member 
ship. The Sun Life was organized and 
began business in 1897. Its president is 
M. Rothschild. The association's mem- 
bership now includes 66 companies, 
domiciled in 22 states, the District ol 
Columbia and two provinces of Canada. 


Insurance Commissioners’ Meeting 


It is ennounced that the National Con- 
vention of Insurance Commissioners will 
meet at the Hotel Astor, New York 
City, Dec. 6-7. Thus the big insurance 
week of New York will be restored now 
that the insurance commissioners have 
decided to return to that city for their 
winter meeting. 
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Our Agents Have 


A Wider Field— | 
An Increased Opportunity 
Because We Have 


General Age Limits 0 to 60. 
Non-Medical Age Limits 0 to 45. 


Policies for substantial amounts (up to $5,000) for Children on 
variety of Life and Endowment plans, thus enabling parents to 
buy all of the Family’s insurance on the Ordinary, i. e., Annual, 
Semi-annual or Quarterly Premium plan. 


Participating and Non-Participating Policies, Medical and Non- 


Same Rates for Males and Females, Medical and Non-Medical. 


Double Indemnity and Total and Permanent Disability features 
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Our Class C Senior Agents may write Non-Medical Applications 
for as much as $3,000. 


We have openings in Ala., Ariz., Ark., Dela., D. C., Fla., Ga., IIL, 
Ia., Kans., Md., Mich., Minn., Miss., N. M., N. C., Okla., 


THE OLD COLONY LIFE INSURANCE COMPANY 
of CHICAGO, ILL. 


B. R. NUESKE, President 


The Company has its Home Office in its own building at 166 W. Jackson Blvd., running 
through to Quincy and Wells Streets, right in the heart of Chicago’s Financial district. 
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Life Insurance Education Service 


Tuts is known as “American Educa- 
tion Week.” The week is set aside by 
general consent so that the advantages 
of education may be appreciated and 
those with generous impulses may be 
moved to contribute in some way to- 
wards the advancement of educational 
facilities. Life insurance companies 
have appreciated for some time the value 
of the service they can render providing 
education for dependents. Whether we 
are all aware of it or not, a college edu- 
cation has become a real business asset. 
College men have entree into business 
and professional life that others do not. 
This does not mean of course that a 
man who has been through college will 
make a success in what he undertakes. 
It does mean that given a college educa- 
tion a man of industry and ambition 
who works intelligently will get farther 
than if he had not had this privilege. 
Therefore education becomes of pri- 
mary importance to all families. 

The head of a household may feel 
assured that if he lives he will be able 
to supply the funds for educating his 
children. There may be a grave ques- 
tion if they can have this privilege if 
he dies. Therefore, life insurance com- 
panies simply provide the means for the 
education. Many companies have spe- 
cial policies known as “educational poli- 
cies.” Other companies provide 
funds for the education through regular 
policies with stipulations outlining what 
shall be done with the money. Some 
fathers give an educational or college 
fund policy to a child as a Christmas 
present. This is in form of an endow- 
ment which matures on a certain date 


the: 


and is payable in four year installments. 

Now that people in general realize that 
business opportunities are improved by 
higher education there is an added re- 
sponsibility resting on parents to see 
that their children are adequately edu- 
cated. Many concrete cases have been 
shown where a boy has been permitted 
to go through college because his father 
provided life insurance funds to do the 
work. 

The Eouirasie Lire in telling of the 
value of an education and showing how 
life insurance can be linked up with it, 
says: 

“Why is it that a college education 
gives a young man special advantages 
when he enters the business world in 
search of some remunerative occupa- 
tion? 

“It is not primarily because he has 
gained useful knowledge. It is chiefly 
because he has broadened his outlook 
and prepared himself to utilize his fac- 
ulties in any industry that offers him 
an opening. 

“What has he learned? He has 
learned how to get along with other 
people. If he has been domineering, or 
self-satisfied, or vain, ridicule will have 
taught him valuable lessons. He has 
discovered the importance of concentra- 
tion. His intellect has been exercised. 
In short, he has been made a saner and 
a wiser man, capable of taking a broad 
view of life and its problems. Thus his 
intelligence and capacity for concentra- 
tion enable him to adapt himself quickly 
to new duties. Thus he gains a distinct 
advantage over boys who have only had 
a business training. j 

“This being so it is fortunate that life 
insurance provides the means of insur- 
ing such an education. Otherwise many 
young people would be suddenly thrown 
upon the world ill prepared for the con- 
flicts of life.” 


Interested in Hull’s Program 


Tuose who have had the privilege of 
hearing Rocer B. Hutt, the new man- 
aging director of the NaTIoNAL Assoctra- 
TION OF Lire UNDERWRITERS, are greatly 
impressed with his attitude, the sincer- 
his ambition, and his 
desire to be of service. One feature 
brought out in the talks made by Mr. 
Hutt is the desirability of having men 
who can carry the life insurance mes- 
sage scheduled so that they can be avail- 
able if they happen to be traveling in 
any section. The ApvertistInc CLUBS oF 
THE Wok tp, for instance, has a list of men 
that are available to give advertising 
talks. When these men go on a trip 
they notify the club and if there are pos- 
sible chances for addresses before busi- 
ness bodies an engagement is made. 


ity of his motives, 


Mr. Hutt desires to have key men who 


can be called upon from time to time 


to give life insurance talks. 
Today there are many opportunities 
for life insurance men to get before 


business organizations. There is a de- 
mand for good speakers that are non- 
partisan and who have real stuff to give. 
There is no demand for men who lack 
ability or the faculty of intelligently pre- 
senting the message they wish to pro- 
claim. Business people are interested in 
other lines of business. They are not 
seeking to know all the details or the 
technical mechanism. They want to be 
acquainted with the high spots, the prin- 
ciples, the fundamentals and the service 
rendered. If Mr. Hutt can gather to- 
gether an effective speaking battalion he 
will be rendering a great service to the 
fraternity. 


George S. Galloway, well known in- 
spection and service manager in Chi- 
cago, is a member of the program 
committee of the National Association 
of Finance Companies, which will hold 
its annual meeting in Chicago next week. 
Mr. Galloway will speak Nov. 15 on 
“Serial Card Filing and Credit Informa- 
tion Exchanges.” He is connected with 
the Central Auto Finance Association. 

W. F. Keyser, secretary of the Mis- 
souri Bankers Association, has been ap- 
pointed chairman of the insurance com- 
mittee of the American Bankers As- 
sociation for the new fiscal year. 


Harry P. Brandon of Columbus, O., 
attended the annual meeting of the As- 
sociation of Life Agency Officers and 
the Life Insurance Sales Research Bu- 
reau in Chicago last week. He has just 
taken his new position as advertising 
and promotion manager of the Columbus 
Mutual Life which his father, C. W. 
Brandon, president, founded 20 years 
ago. H. P. Brandon has been a news- 
paper man all his life and therefore fits 
in his new position. For the last 8 
years he has been managing editor of 
the “Ohio State Journal” and for 15 
years previous to that was city editor. 
He started his newspaper career as a 
reporter at Dayton, O 


Miss Alice E. Roche, Camden, N. J., 
manager of the sales promotion depart- 
ment of the Louis F. Paret agency of 
the Provident Mutual Life, is one of 
the most successful business women in 
her section. She initiates many of the 
methods in promoting new business in 
connection with the Paret agency. Last 
year she won the trophy, a silver cup do- 
nated by “Printed Salesmanship,” for 
the most noteworthy work in printed 
salesmanship during the previous year in 
connection with the merchandising of 
any commodity throughout the country. 
At the recent advertising convention in 
Chicago she was awarded this for the 
second consecutive year. 


Lynn E. Pickard oa Danville, N. Y., a 
representative of the Mutual Life of 
New York, made an unusual delivery of 
a new life policy recently, when he flew 
from his home to the policyholder’s 
home, eight miles distant, in just six 
minutes to put the new contract in the 
latter’s hands. The plane had just re- 
cently been purchased by Mr. Pickard 
and he took advantage of this to make 
this exceptional presentation of the 
policy to his client. 


Arthur F. Hall of Fort Wayne, Ind., 
president of the Lincoln National Life, 
has been named chairman of the north- 
ern Indiana area in the statewide cam- 
paign for a Lincoln memorial shrine to 
be erected at Lincoln City, Ind. 

After attending the group conference 
of southern managers of the Mutual 
Life of New York at Asheville, N. C., 
last week, David F. Houston, newly 
elected president of that company, went 
over to Columbia, S. C., to spend sev- 
eral days renewing old acquaintances 
there. He attended South Carolina Col- 
lege at Columbia when a youth and sub- 
sequently was a professor in the insti- 
tution. On his way back to New York 
Mr. Houston stopped off for a day or 
two at Raleigh, N. C., to be the guest 
of Josephus Daniels, who served in the 
Wilson cabinet with him, Mr. Daniels 
being secretary of the navy while Mr. 
Houston was first secretary of agricul- 
ture and subsequently secretary of the 
treasury. 


Once a year the field organization of 
the National Life, U. S. A., dedicates a 
month for record production in honor of 
President Robert D. Lay. Although the 
president of the institution, he maintains 
a lively interest in the agency work, 
which for many years was under his 














ROBERT D. LAY 
President National Life, 


U. 8. A. 


and he is exception- 
members of the 


direct supervision, 
ally popular with the 
field. 

In October, Lay Month, the produc- 
tion approximated 1,640 applications for 
$7,000,000 in new business, the greatest 
month by far in the history of the com- 
pany, both in volume and number of 
applications. “Lay Day,” Oct. 31, the 
business was 526 applications for more 
than $1,650,000, as a windup in the cam- 
paign in honor of the president. 


O'Keeffe & Co., Fort Wayne, Ind., the 
well known local agents who are district 
agents of the Employers Liability and 
Fidelity & Deposit and general agents 
of the naenty Insurance Company of 
Dayton, have had a matrimonial epi- 
demic ae their office. D. J. O’Keeffe, 
the head of this agency, is well known in 
agency association circles. In June, Miss 
Jean Murray, secretary at South Bend, 
married and started housekeeping. In 
July Miss Corinne Leedy, assistant at 
Fort Wayne, married Dr. Bowman and 
moved to Philadelphia. In September 
Miss Ethal Vestal, secretary at Indian- 
apolis, married Charles J. Robertson. 
During the same month Miss Marie Bur- 
lage, Mr. O’Keeffe’s secretary at Fort 
Wayne, sprung a surprise on him and 
married Ken Nichols. Last week Miss 
Margaret Pfeiffer, chief policy clerk at 
Fort Wayne, married Walter G. Strasser, 
chief accountant of the agency. 

Wells & O'Keeffe are also state man- 
agers of the Security Life of Chicago in 
Indiana. 


J. H. Nitchie, veteran life insurance 
actuary of Chicago, has been confined to 
his home for a number of weeks on ac- 
count of heart trouble. Mr. Nitchie is 
76 years of age and has been one of the 
best known actuaries in Chicago. He 
has given up his practice and closed 
his office. 


Charles F. Coffin, vice-president and 
general counsel of the State Life, was 
included in the list of five men sug- 
gested by representatives of civic and 
business organizations of Indianapolis 
as acceptable candidates to be considered 
hv the city council in the selection of a 
successor to the former mayor, re- 
moved because of political corruption. 

Mr. Coffin has taken a leading part 
in the campaign which good citizens of 
that city have been carrying on to rid 
the city of the political faction rule that 
has been in force for many years and is 
now culminating in indictments and 
ousting from office city officials and 
is even reaching the state house. Mr. 
Coffin was prominent in the citizens’ 
committee which achieved the city 
manager form of government at a pop- 
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ular election last spring, though not en- —!} 
forceable until 1930. As the mayor was 
among the officials ousted from office, it 
became necessary for the city council 
to select a mayor. However, none of 
the four acceptable candidates was 
chosen at the election held on Tuesday 
of this week. 




















Jack Neil, general agent with the Na- 

tional Fidelity Life Insurance Company * = 
of Kansas City, Mo., has set a new rec- 

ord for the number of applications writ- 


ten in one month in Kansas City. 
Stressing children’s insurance partic- 


ularly, Mr. Neil secured 205 paid for ap- 
plications, for a total of $145,000. He 
made 650 calls during the twenty-five 


days of the contest, secured 450 inter- 
views, and wrote practically 50 percent 
of those interviewed. Seventy percent 
4 of the business was written on chil- 
dren, while about 30 mothers were writ- 5 
ten during the campaign. Working An 
from 7:3 ~—° * to between 11 P m. - other record set by The Lincoln 
1 a. m., Mr. Neil averaged eight appli- ° *; 
| cations a day, out of an average of 20 National Life—500 MILLION Dollars 
calls and 18 interviews . day. . ® 
In September Mr. Neil decided on a ° ° 
month’s campaign to write 1,000 appli- of insurance in force in tw en ty o two 
cations. However, after the first - ot 
or five days of October, he found that 
the advertising used was not bringing the years. 
results that he expected, and that it would 
be impossible to try to set a new world’s 
record on the ae ggg saya or 
which he had made. aving reache . . 
fat seuindon te Qelied a Oe A wonderful tribute to progressive 
best he could, with this result. From d | d a 
his campaign Mr. Neil states that he re- ’ 
ceived prospects and connections which ideals an ageressiy e principles. 
could keep him busy for a year, and 
which he believes will be of benefit to 
himself and to his company for years to 


come. ives Not satisfied to stand on its present 
Mr. and Mrs. Parke T. Burrows of . ° T ° . 
£. attainments, The Lincoln National Life 


Davenport, Ia., recently celebrated their 
silver wedding at a dinner party. Mr. 


Burrows is vice-president of the Register con ti nues to take liberal action to 


Life of that city. 


H. Wibirt Spence, general agent of = 

the Mutual Life of New York, was give every new business advantage to 
honored by being made president of the . 
Grand Rapids Life Underwriters As- its agents. 
sociation upon his return to that city 
after an absence of many years. It is 
interesting to note that this is not the 
first time he was president of the asso- 
ciation, having also served as its presi- 
dent 22 years ago. Mr. Spence’s agency 
has made a gain to date of $1,250,000 
over last year’s business. 


T. B. Macauley, president of the Sun 
Life of Canada, was tendered a ban- | 


quet last Thursday night in honor of 

his completion of 50 years’ service with . 

the company. The banquet was a trib- ( 

ute “- his achievement in the life in- LINK UP WITH THE ()) LINCOLN) 
— 


surance business. Mr. Macauley was 
presented With a handsomely bound | 
book in which were letters of congrat- 
ulation from each divisional manager 
and the announcement of the results 
of the special campaign made in his 
honor during October, when $38,000,000 
of business was paid for. Among the 


speakers who voiced their praise of Mr. | 
Macauley were Rodolphe Lemieux, 
speaker of the House of Commons, Ar- The 
thur B. Wood, vice-president of the 
Lincoln National Lif 


Sun Life, Sir Arthur Currie, Herbert 
“Its Name Indicates Its Character’ 


























C. Cox, president of the Canada Life, 
and James C. Tory. 


C. French Payton, Des Moines, agent 
for the Pacific Mutual Life, is listed as a 
three-year member of the App-a-Week | 
Club of the company. To win this 
honor Mr. Payton has been turning in | 
applications every week for three consec- 
utive years. 

Guy B. Horton, attorney for the Na- 
tional Life of Montpelier, Vt., is the 
author of a new publication entitled 
“Some Legal Aspects of Life Insur- 
ante Trusts.” Mr. Horton is publish- | 

ng this himself. It costs $1.50. It is a 
study of the legal problems involved 
in the relation of life insurance com- 


panies and trustees of insurance, includ- —— —_—____ ____. ——— 
— ——————————— 
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In Ohio 


Some choice territory is still open for 
live, wide-awake men of ability. 


Real Old-Time, Life-Time Gen eral 
Agency Contract, with liberal first 
year commissions, and Non-For- 
feitable Renewals available. 


We stand squarely back of our agents at 
all times. It is our attitude that 
whatever is best for the producing 
agent is also best for the company. 


Our policies are fair and liberal, the net 
cost on a low, competitive basis. All 
Standard Policies are written, with 
or without Total and Permanent 
Disability, Premium Waiver and 
Double Indemnity. 


Thirty-two years’ experience with 
Monthly Premiums has taught us 
that installment buying is here to 
stay. Our $1.00 a Month Policy 
gets the business where other plans 

fail. Why not investigate? 


Serve and Succeed With the 


SPRINGFIELD LIFE 
INSURANCE COMPANY 


SPRINGFIELD, ILLINOIS 


For informatien regarding territory in Ohio and com- 
missions, call on or write to MOFFITT AND BUCK, 
General Agents for the State of Ohio, Suite 1107—308 
Euclid Avenue Building, Cleveland, Ohio. 
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ing the factors which affect the selec- 
tion of the proper mode of making in- 
surance payable to trustees, the extent 
the trust controls the policies in the trust 
fund, the necessity that life companies 
know the terms of the trust and pro 
visions which should be included in the 
trust instrument and beneficiary en- 
dorsement. 


Samuel E. Cobb, chairman of the 
finance committee of the Kansas Life of 
Topeka, was killed in a motor car acci- 
dent near Athol, Kan., last week. Dr. 
F. H. Scholle, secretary and general 
manager of the company, was severely 
injured in the same accident. They had 
been in western Kansas looking over 
some farm loans held by the company 
and were on their way to Topeka when 
they hit an oil truck at a blind cross- 
ing. Mr. Cobb had been a banker all 
his life. He was 57 years of age and 
recently retired as president of the Bank 
of Topeka, devoting most of his time 
without pay to the financial affairs of 
the Kansas Life. He owned practically 
a controlling interest in the company. 
He had had much to do with stabilizing 


the financial affairs of this company and 
making it a successful institution. Both 
Dr. Scholle and Mr. Cobb have been 
connected with the company since its 
organization. 


Nov. 2 was the 51st birthday for 
N. H. Walt of Springfield, Illinois state 
manager of the Ohio- National Life. On 
the evening of that day he was called 
to the St. Nicholas Hotel and on ar- 
rival he found his entire staff had as- 
sembled. He was presented with $412,- 
000 of business for his birthday. The 
affair was in charge of A. S. McKellar, 
assistant state manager. 

Addresses were made by T. W. Apple- 
by, president of the Ohio National Life; 
S. J. Standard, director of agriculture of 
Illinois; H. D. Sparks, House 
Representatives; Dr. W. F. Weese. 
former president of the Central Life 
of Illinois, and C. J. Lorch. 

J. E. Ullrich, the district manager 
Kankakee, Ill, without any preparation 
in advance secured 104 applications for 
the month. He not only led the IIli- 
nois agency by the largest production, 
but the company’s entire agency force 
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LIFE AGENCY CHANGES 





REGISTER LIFE APPOINTMENTS 


Several Agency Changes in Various 
Fields Announced by Davenport 
Company 


The Register Life of Davenport, Ia., 
has announced a number of agency 
changes. A new general agency has 
been opened in Wichita, Kan., John 
Schumacher having been named gen- 
eral agent. Mr. Schumacher is an ex- 
perienced life underwriter, having been 
with the Equitable Life of New York 
for the past 17 years. He started his 
work in Oklahoma and for the past 
seven years has been manager of that 
company’s district agency at Wichita. 

Fred R. Wresche, formerly with the 
John Hancock Mutual, has been ap- 
pointed general agent for the Register 
Life at Detroit. Mr. Wresche has been 
with the John Hancock for 23 years. He 
started in 1904 as an agent, became an 
assistant superintendent in 1905, and a 
superintendent in 1919. His early years 
vere in Detroit, but since 1919 he has 
been superintendent of district No. 1 
at Cincinnati. 

H. Lee Watson has been appointed 
general agent at Decatur, Ill. Mr. Wat- 
son was formerly special agent in the 
Decatur territory and was also engaged 
in journalistic work, being sporting ed- 
itor for the “Decatur Herald.” 


Mellor & Allen 


A. Rushton Allen, general agent for 
the Provident Mutual Life at Cleveland, 
Q., has resigned that post to rejoin his 
former partner, Sigourney Mellor, in 
Vhiladelphia. The two will operate as 
Mellor & Allen, to represent the Provi- 


| 
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CROWLEY IS NAMED MANAGER 


Goes with Pacific Mutual Life to Open 
New Branch Office at 


St. Louis 
In the rearrangement of the St. Louis 
office, the Pacific Mutual Life has 
changed its organization in that city 
from a general agency to branch office. 
John J. Crowley has been appointed 


|mianager of the new branch office, to 
succeed Samuel Polk, who was formerly 
general 





; crs, 


dent Mutual, placing business through 
the Philadelphia agency. These two | 
were partners from 1913 to 1919 and | 
were the company’s I¢ading producers. 
Jesse M. Hayes 
The Sioux City agency of the Equit- 
ible Life of Iowa has announced the ap- 


pointment of Jesse M. Hayes as dis- 
trict manager at LeMars, la., covering 
five counties. Mr. Haves is a veteran 
in the service of the Equitable, having 
on a part time basis for many 
years prior to May 1, 1927, on which 
date he became a full time agent. 


sery ed 


Harry T. Walden 


Harry T. Walden has been appointed 
agency organizer in the Golden Gate 
branch of the Western States Life. Mr. 
Walden has been with the company since 
1924 and has been a member of the 


leading producers’ club since that time. 


agent. Mr. Crowley is well 





JOHN J. CROWLEY 
St. Louis Manager, Pacific Mutual Life 
known in the life insurance business, 
and was for many years with the Travel- 
He entered the employ the 
Travelers in the accident department in 
1903, when he was 17 old. Six 
vears later he was made chief clerk 
of the actuarial department and three 
years after that was appointed accident 
underwriter, serving in this capacity 
until the war. Shortly after the declara- 
tion of war, Mr. Crowley was assigned 
to government the special re- 
quest of the Secretary Treasury and 
President Butler of the to 
arrange protection of American seamen 
in the merchant marine. He was ap- 
pointed assistant director of the bureau 
of seamen’s 


years 


duties at 
of 


lravelers, 


of war risk in charge the 
division. After the amended war risk 
act was passed: Mr. Crowley was ap- 


pointed assistant director in charge of 
the organization of the division of mil- 
itary and naval insurance. He contin- 
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ued either in the bureau of war risk in- 
surance or the war department until 
the end of the war. 

Prior to his discharge in the army in 
1919 Mr. Crowley had been elected as- 
sistant secretary of the accident depart- 
ment of the Travelers and after his dis- 
charge returned to the home office of 
that company to take on his new duties. 
In 1920 Mr. Crowley went with the 
Missouri State Life as vice-president. 
He remained in this position until a 
few months ago, when he resigned in 
order to enter the agency end of the 
business. 

Samuel Polk had a very distinguished 
and enviable record with the Pacific Mu- 
tual and enjoys the highest reputation 
with the home office. As a matter of 
fact, he has been regarded as a home of- 
fice official, a distinction based largely 
upon his splendid career as a general 
agent. The home office invariably ac- 
cepts his recommendations upon claims 
and risks and the record of Mr. Polk’s 
office during the 27 years he has been 
a general agent fully justifies the con- 
fidence placed in him. He has the low- 
est lapse ratio of any general agent in 
the company. His accident claims are 
extremely favorable and his life business 
shows an exceedingly low death ratio. 

Mr. Polk first joined the Pacific Mu- 
tual in 1890, when he was appointed sub- 
agent for the company at St. Joseph, 
Mo., by Vice-President Danford M. 
Baker, who at the time was a member 
of the general agency of Baker & Mot- 
ley in Kansas City. Subsequently, Mr. 
Baker took over the Chicago agency and 
in 1900 Samuel Polk was made general 
agent at St. Louis. 

Mr. Polk feels that he deserves a rest 
after his 37 years, although he will not 
sever his connections altogether, for he 
will continue as agency adviser for the 
branch office under Mr. Crowley’s direc- 
tion. The new office will handle both 
the life and non-cancellable departments. 
Mr. Polk will, however, continue in 
charge of the commercial department. 

The St. Louis branch office of the 
Pacific Mutual will be moved next week 
into new and more commodious quar- 
ters on the 13th floor of the Paul Browm 
building. Arrangements for this im- 
portant change in St. Louis were made 
under the personal direction of two vice- 
presidents of the company, Arthur E. 
Parsons and F. R. Woodbury, who were 
in St. Louis for two weeks. 





Ralph S. Butler 


Ralph S. Butler has been appointed 
agency manager by the Phoenix Mu- 
tual Life for Albany and adjacent terri- 
tory. Mr. Butler has been connected 
with the Phoenix Mutual since 1920, 
when he was graduated from the sales 
training school. Immediately after 
graduation he took up the selling end 
and was very successful, but since 1923 
much of his time has been spent in the 
training school, where he has been an 
instructor, and also as assistant to Col. 
D. Gordon Hunter, manager of the home 
office agency of the company. 





S. H. Campbell, Jr. 

Campbell, Jr., has been ap- 
pointed general agent for the Volunteer 
State Life of Chattanooga in the Knox- 
ville territory. Mr. Campbell is the 
voungest general agent ever appointed 
by the company, but he has had a broad 
experience, both as a personal producer 
in the field and in the agency depart- 
ment at the home office. He leaves the 
latter position to take on his new duties. 





John Jacobs 


E. W. DeNio, agency manager of the 
Northwestern National Life at Cedar 
Rapids, Ia.. announces the appointment 
f John Jacobs as agency superintendent 
there. Mr. Jacobs’ business experience 
‘overs a period of 20 years in Cedar 
Rapids. 





E. V. Carbonara 


E. V. Carbonara, the leading personal 
producer of the P. M. Fraser agency of 











ROYAL UNION LIFE 
INSURANCE COMPANY 


DES MOINES, IOWA 








Royal Union Life Building 


Cor. Seventh and Grand Ave., 


Des Moines, lowa 





“«Seeing 
John and Mary 
Through’’ 


One of our agents—Mr. A. W. 
Tolg—has just written a most 
remarkable paper telling how he 
helps parents provide an Educa- 
tional Fund for their children 
through the medium of our 
Juvenile Policies. 





Our Juvenile Policies are written 
from age 1 day old up to nearest 
9 years. 


If you are at all interested in 
the tremendous possibilities of 
the juvenile field we will be 
pleased, merely upon your re- 
quest,to send you a reprint of 
Agent Tolg’s illuminating arti- 
cle— “Seeing John and Mary 
Through.” 


ROYAL UNION LIFE 


INSURANCE COMPANY 





A. C. TUCKER, President 























Stephen M. Babbit 


President 
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GENERAL AGENTS 


[f You Are Looking For A PERMANENT Connection 
With A PROGRESSIVE Company 
Write The Home Office For Your Copy 
Of The March Issue Of The SHIELD 
This Publication Will Give You An Idea of The Com- 
pany’s Growth And Accomplishments 
Since Its Organization 
If This Appeals To You, Our General Agency Contract 
For Openings In Ohio, Indiana, Illinois, Kentucky, 
Pennsylvania, West Virginia, Tennessee, Louisiana and 
District of Columbia 


WILL SELL ITSELF 


THE FEDERAL UNION 
LIFE INSURANCE COMPANY 


4 East Ninth Street, Cincinnati 
FRANK M. PETERS, President and General Manager of Agencies 
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“The Finest I’ve 
Ever Seen!” 


That’s what one of our most successful General 
Agents had to say about the Pan-American’s Sure- 
Way Protection Policy. Below is a brief summary 
of the benefits provided under this Life, Accident 
and Health contract of insurance. 


For: We Pay: 


Death by ordinary causes...... $ 5,000.00 
Death by accident............. 12,500.00 
Death by 20,000.00 
Total disability by accident..... 25.00 pe, we 
Partial disability by accident... . 12.50 eet. 
Total disability by sickness..... 
Partial disability by sickness.... 


“special” accident. . 


*Weekly Indemnity doubled if disability is caused by 
“special” accidents. 


OTHER BENEFITS: 


Cash values beginning third year; Liberal lump 
sum settlements for loss of limbs, sight, speech or 
hearing as a result of an accident; Surgical Opera- 
tion Benefits; Hospital Fees; Medical Attendance 
Indemnity, Etc. 


DEPOSIT, Age 30: $143.85 


The Sure-Way Protection Policy is only one of 
the many “easy-to-sell” policies we place in the 
hands of our Agency Organization. 


We have some unusually good territory for 
proven producers and organizers who are presently 
unattached. 


PAN - AMERICAN 


LIFE INSURANCE COMPANY 


New Orleans, U. S. A. 


E. G. Simmons 
Vice-President and General Manager 


Crawford H. Ellis, 
President 
































the Connecticut Mutual in New York 
City has resigned to accept appointment 
as assistant sales manager of the 
Elliott Hall agency of the Penn Mutual 
profession, Mr. Carbonara first entered 
the life insurance business in October, 
1926, and at the end of a year’s time 
had definitely established himself as the 
leader of the full-time organization of 
the Fraser agency. 





H. M. Shove 


Roy H. Heartman, general agent for 
the Union Central Life at Pasadena, 
Cal., has appointed Henry M. Shove 
assistant manager of the agency. Mr. 


November 11, 1927 





Shove was associated with Mr. Heart- 
man for five years as district manager 
at Cedar Rapids, Ia., when Mr. Heart- 
man was in Iowa. 





Life Agency Notes 


Hugh Nicolls, exalted ruler of the 
Elks at Kalamazoo, Mich., has been ap- 
pointed to represent the Mutual Life of 
New York in that city. 

Thomas W. Fletcher, who has been en- 
gaged in the insurance business in Fargo 
for several years, has become special 
representative for the A. W. Crary 
agency, Fargo, state agent for the 
Northwestern National Life. He will 
have his headquarters in Fargo. Oscar 
Westberg, representative of the agency 
in Devils Lake, has changed his head- 
quarters to Fargo. 
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ACTIVE IN THE CAMPAIGN 





Cincinnati Insurance Men Take Promi- 
nent Part in the Effort to Help 
Christ Hospital 





Arthur R. Groneke of the Mutual 
Benefit Life in Cincinnati is the com- 
gander of one of the six divisions of 
110 men each in the campaign to raise 
$1,500,000 for Christ Hospital which 
commences Nov. 11 and lasts 10 days in 
that city. Mr. Groneke heads the “all 
insurance” division which has been or- 
ganized and which embraces workers 
from among the life, fire and casualty 
ranks. C. C. Rothier and Harry Walton 








ARTHUR R. GRONEKE 


have taken charge of the fire insurance 
branch of the work and secured some 25 
well known fire insurance men on their 
teams. Assisting Mr. Groneke are these 
and Earl R. Sycks, general agent of the 
State Mutual, President Sage and John 
L. Shuff of the Union Central, Vice- 
president Chas. F. Williams of the West- 
ern & Southern, John M. Mulford, man- 
ager of the Equitable, B. G. Dawes, Jr., 
of the Eureka-Security, Miss Elizabeth 
Shipley and S. C. Abell, some of whom 
will also act as captains. An all Western 
& Southern Life team has been organized 
with C. B. Brawley as captain and Duke 
Powley as lieutenant. W. G. Alpaugh, 
secretary of the Inter-Ocean Casualty, is 
organizing the casualty team. This is 
the first time that insurance men from 
all branches have combined in one of 
these drives and Mr. Groneke is sanguine 
that the insurance men will give a good 
account of themselves. Mrs. John D. 
Sage, wife of the president of the Union 
Central, is one of four women on the 
executive committee for women which 





will have 500 women workers. A meet- 


ing and luncheon of the insurance divi- | 


sion was held Saturday noon at the Cin- 
cinnati Club and was largely attended. 


REPORT MADE ON ROCHESTER 





Statistical Bureau of the Chamber of 
Commerce Made Investigation on 
Life Insurance Sales 





Insurance sales in the Rochester, N. 
Y., district during the first nine months 
of 1927, showing an 18 percent increase 
over the corresponding period of 1926, 
compare favorably with the trend of na- 
tional sales which show a 2.4 per cent 
increase over the same period. The sta- 
tistical bureau of the Rochester Chamber 
of Commerce made this statement fol- 
lowing compilation of figures collected 
from 29 local company offices. 

September sales increased 17 percent 
as compared with September, 1926, from 
$8,863,478 to $10,356,416. The following 
figures taken from the statistical bureau's 
statement show the local trend: 

January 1926, $5,080,631; January 
1927, $5,539,255; a 9 percent increase. 

February 1926, $5,340,467; February 
927, $5,955,969: a 12 percent increase. 

March 1926, $5,436,440; March 1927 
$6,446,841; an 18 percent increase. 

April 1926, $6,309,891; April 1927, $8,- 
114,933; a 29 percent increase. 

May 1926, $6,859,986; May 1927 $8,- 
666,219; a 26 percent increase. 

June 1926, $8,252,078; June 1927, $9,- 
639,728: a 17 percent increase. 

July 1926, $8,656,369; July 1927, $8,- 
718,223; a 12 percent increase. 

August 1926, $8,979,070; August 1927 
$10,823,294; a 21 percent increase. 

September 1926, $8,863,478; September 
1927, $10,366,416; a 17 percent increase. 

Totals for the nine months period 
show an 18 percent increase. 





SAYS RULING MISCONSTRUED 
Comments on Recent Action of Com- 
missioner Taggart Regarding the 
Rewriting of Policies 





PHILADELPHIA, Nov. 10.—Criti- 
cism is made by B. R. Murphy, insur- 
ance adviser of this city, of the recent 
interpretation of Commissioner Tag- 
gart’s ruling in Philadelphia that a 
company cannot change a policy to one 
of lower premiums and date it back. 
The particular section of Mr. Taggart’s 
ruling which applies to this is as fol- 
lows: “Pursuant to this provision, the 
attorney-general of this commonwealth 
ruled that it is illegal for a life insur- 
ance company to rewrite a new policy 
form for a less expensive kind of per- 
manent insurance for one heretofore is- 
sued, the rewritten policy to bear the 
date and age of the original policy and 
be for the amount of insurance which 
the premium now being paid would have 
purchased at the time the policy was 
issued.” 

It is pointed out by Mr. Murphy 
that the latter section of this consider- 
ably qualifies the meaning of the rul- 
ing. He states he does not believe it 
will affect the rewriting of policies in 
Pennsylvania, provided only the premi- 
ums and reserves are adjusted to meet 
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the new policy conditions, the only re- 
striction being on increasing the face 
amount of the policy. This is distinctly 
prohibited and this, it is believed, is the 
purpose of the new ruling. The entire 
discussion is regarded by many as some- 
what of a tempest in a teapot, which, it 
is expected, will be clarified at the next 
session of the legislature. 


JOINS LINCOLN INTERSTATE 


Harry C. Thompson Resigns as Comp- 
troller of the Prudential to Join 


Another Organization 
NEWARK, Nov. 9.—Harry C. 


Thompson, comptroller of the Prudential 
and a leading financial authority, has re- 
signed his connection with the company 
as of Dec. 31 to become the executive 
manager of the newly formed Lincoln 
Interstate Holding Company, in which 
he will have substantial financial in- 
terests. 

In accepting his resignation, President 
Edward D. Duffield paid high tribute 
to Mr. Thompson’s ability and efficient 
service and expressed his pleasure that 
Mr. Thompson is wiling to continue his 
association with the company in an ad- 
visory capacity. 

The new Lincoln Interstate Holding 
Company, which is being organized by 
Mr. Thompson, Harry L. Tepper, presi- 
dent of the Lincoln Mortgage & Title 
Guaranty Company, and Joseph C. Brae- 
low, president of the Harrison National 
Bank, expects to start business the first 
of the year with a preliminary capital 
of $3,000,000. Through subsidiary com- 
panies it plans to operate an imsurance 
brokerage business in New Jersey, in 
the mortgage business in other states, 
marketing collateral bonds secured by 
mortgages. It will also have the con- 
trolling interest in a new fire company 
in process of organization. 





Discuss Thrift Campaign 

At an important meeting the thrift 
committee of the New York Life Under- 
writers Association discussed plans for 
the coming thrift campaign to be waged 
throughout the country during Janu- 
ary. Last year the New York associa- 
tion raised $2,000, which was used for 
the distribution of thousands of inserts 
and posters, furnishing speakers to 
schools, etc., and this year hopes to do 
even more. Definite plans for this year’s 
campaign will be laid at a luncheon to be 
held soon by the committee, which is 


composed of Carmen Hill, R. L. Car- | 


bonara, Horace Wilson and F. P. Mc- 
Kenzie, secretary of the association. 


Ask Stock Sale Approval 


The Michigan securities commission 
was asked last week to approve sale of 
stock in the new Michigan Life of De- 
troit, organized by Leonhard T. Hands, 


former commissioner, and a group of | 
The company filed its arti- | 
department | 


associates. 


cles with the insurance 





some time ago after having previously | 


obtained approval of 
from the attorney general’s department. 


Giffin Opens Hartford Lectures 


“The life insurance business is in the 
midst of the most gigantic inter-indus- 
trial competition that the world has ever 
seen. Life insurance must work and 
fight so that it can get its share of the 
already heavily i 


their legal form | 


dollar,” said James A. Giffin, educational | 


director of the Phoenix Mutual Life, in 
a talk at the initial meeting of the win- 
ter course of lectures to be held under 
the auspices of the Hartford Life 
Underwriters’ Association. 

George L. Hunt, general agent for the 
New England Mutual, opened the meet- 
ing and welcomed about 200 who had 
gathered for the first lecture. He intro- 
duced Mr. Giffin, who gave an outline 
of what the underwriters’ association 
hoped to cover in the series of lectures. 

It is planned to hold one of the final 
meetings of the series at a local theater 


mortgaged American | ™ere ministerial and 


late in February. The subject of this | a nationally known authority on health 


meeting will be “Cooperation Between 
Life Insurance Companies and Trust 
Companies.” It is intended to have two 
speakers, one of the country’s foremost 
trust officers from a New York bank 
and an expert on life insurance trusts 
from a local insurance company. A mo- 


tion picture will be shown at this meet- |! : 
| said this week that 


ing, to tell the story of life insurance 
trusts. 
Raise Newspaper Rate 


The Columbus, O. Dispatch, which 


has an arrangement with the Gem City | 
f | the 


Life for a group life insurance plan on 
its subscribers, announces a change in 
the premium rate, owing to more of the 
older readers taking advantage of the 
plan than was expected. The rate here- 
after will be $1.75 per quarter or $7 per 
year from 46 to 50 years old and $2.40 
per quarter or $9.60 per year from those 
51 years old or over. 


Johnson & Adams Hosts 


Washington, D. C., and Virginia 
agents of the Continental Casualty and 
Continental Assurance were entertained 
in Washington a few days ago by John- 
son & Adams, southeastern managers 
of the companies. Eugene G. Adams 
presided. The guest speaker was W. E. 
Lord, general agent for the two com- 


| : —_— ° 
| panies at Cincinnati. 


New Cincinnati Insurance Buildings 


Four new insurance company office 
buildings or additions are being erected 
or in contemplation in Cincinnati at the 
present time. The Union Central Life 
has about finished its splendid new an- 
nex, the Western & Southern Life is 
about to start on a ten-story addition 
to its home office building at Fourth 
and Broadway, the American Druggists 
Fire has let contracts for a large office 
building on Central Parkway, and the 
Supreme Life & Casualty of Columbus 
has secured a permit to erect an office 
building costing $45,000. 


Mutual Benefit Officials at Altoona 
H. Jj. f 


J. Seads, general agent for 
Mutual Benefit Life at Altoona, Pa., had 
as recent guests President John R. Har- 
din, Oliver Thurman, supervisor of 
agents, and H. J. Craws, auditor. This 
was the first occasion when the office 
had been thus honored and to mark the 
visit Mr. Seads entertained at dinner 
some 40 friends and policyholders. 





Metropolitan’s Pittsburgh Meeting 

More than 350 members of the field 
forces of the Metropolitan Life were in 
Pittsburgh last week for the first con- 


! 
} 
| 
| 
| 
| 


education, and A. F. C. Fiske, third vice- 
president, were the principal speakers. 
Harry D. Wright, superintendent of 
agencies for Pennsylvania, presided. 





Must Wait for Refund 


B. B. Buckley, state treasurer of Ohio, 
foreign insurance 
companies which have paid state taxes 
on the basis of 3 percent of their gross 
premiums must wait for the legislature 


| to meet before they may hope for a re- 


percent, in the event that 
finally decide that the in- 
The increase was or- 


fund of % 
courts 
crease is invalid. 


| dered by the legislature at its latest ses- 


| Gregg had committed suicide. 


sion. Suit has been filed in Columbus 
by the Metropolitan Life at the instance 
of the Association of Life Insurance 
Presidents to prevent collection of the 
tax. 


Companies Lose Case 


Declaring that James E. Gregg of 
Cambridge, O., a lumberman, came to 
his death by accidental shooting, a jury 
in the federal court at Columbus, O., 
has given the estate judgment against 
the Mutual Life and the Equitable Life 
of New York for $16,000. The com- 
panies had refused to pay, charging that 
The case 
had attracted much interest in that part 
of the state. The jury deliberated ten 
hours. 


Ohio Association Meeting 
The annual meeting of the Ohio As- 


sociation of Life Underwriters will be 
held at the Fort Hayes Hotel in Colum- 


bus, Nov. 15. New officers will be 
elected and reports of various com- 


W. A. R. Bruehl, Jr., 


mittees received. 


| of Cincinnati is president of the asso- 


ciation and Fritz A. Lichtenberg of Col- 





|}umbus secretary. 
Garner Was the Host 
Miletus Garner, manager of the 


| Youngstown branch of the Ohio State 


the | 


vention of the kind held there in seven | 


Dr. Lee K. Frankel. second 


years. 


vice-president of the Metropolitan and | 


the 
with 


Life of Columbus, entertained 
branch salesmen and their wives 
dinner Monday evening. 

Martin J. Lesank, winner of the com- 
pany’s 1926 production bonus of a trip 
through Yellowstone and Glacier Parks, 
was the principal speaker of the eve- 
ning and related his very interesting ex- 
perience in that western wonderland. 

George H. White, general agent of 
the Warren agency, together with Royce 
A. Toben, J. Frank Brown and Mrs. 
Minnie F. Kirkpatrick were among the 
salesmen from out of the city address- 
ing the meeting. 

The November meeting of the branch 
will be held in Waren. 
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FRAUD FOUND IN TRANSFER 


Nebraska Supreme Court Holds Change 
of Beneficiery by Insolvent 
Insured Is Invalid 


LINCOLN, NEB., Nov. 10.—Whether 
the acts of an insurer required to be 
done in effecting a change of beneficia- 
ries are essential parts of the contract or 
formal details is 
held by the Nebraska Supreme Court, in 
the case of LaBorde, executor, vs. Suhl, 
to be ordinarily dependent on the precise 


| wording of the policy, but in the ones 
| in controversy, issued by the Northwest- 


ern Mutual, the provisions are held not 
to be essential portions of the policies. 
When Suhl died he held $50,000 in 
Northwestern Mutual policies, all mak- 
ing his wife the beneficiary, but two days 
before his death he had changed $30,000 
of these which were taken out for the 
benefit of his estate. The court stamps 
the change as fraudulent, and orders 
that all of the money, held by the 


clerk, be paid to the executor for the 
creditors, with claims three times that 
much. 

The court held that where an insured, 
while insolvent and in contemplation of 
death, changes the beneficiaries and dies 
two days after and the effect is to hin- 
der and delay his creditors in getting 
their money, such transaction is pre- 
sumptively fraudulent, and the burden 
of proof is on the new beneficiary to 
prove the bona fides. It adds that where 
a man gets credit on the strength of car- 
rying policies payable to his estate at 
his death and does as Suhl did, without 
there being any cqnsideration for the 
change, the transaction is fraudulent and 
his wife will not be permitted to claim 
any part of the proceeds as exempt to 
her from creditors’ claims under section 
7881 of the statutes, which makes ex- 
empt an amount that a yearly premium 
of $500 will pay. 


Phoenix Mutual Men in Davenport 


J. A. Whitmore, agency manager, and 
Wallace T. Nelson, assistant agency 





manager for the Phoenix Mutual Life, 
were visitors in Davenport, Ia. last week 
for an agency conference. About 20 
agents were in attendance at the ses- 
sion, which was followed by a dinner. 
L. M. B. Morrissey is manager for the 
Phoenix Mutual in the Davenport terri- 
tory. 


Ruling on Group Beneficiary 

_ The Nebraska Supreme Court holds, 
in the case of Caniglia vs. Equitable Life 
of New York, that where a group policy 
has been taken out on the lives of em- 
ployes of a corporation, a notice to the 
officials of the latter that a change in 
beneficiary is desired is not notice to the 
company issuing the policy, and that the 
latter, not having been apprised, should 
pay the avails of the policy to the per- 
son named as beneficiary in the policy 
as issued. Nellie C. Hansen, an op- 
erator employed by the Platte Valley 
Telephone Company, had her father, Carl 
C. Hansen, named as beneficiary when 
the company took out a group policy. 
Later she married Caniglia, and spoke 
to an officer about wanting her husband 
to have the benefits, but took no further 
action to give effect to her desires. 


“Century Club” Inaugurated 


A “Century Club” has been inaugu- 
rated in the Darby A. Day general 
agency of the Union Central Life im 
Chicago, membership to which shall be 
based on production of $100,000 a 
month, beginning with November. 





Saltzstein Agency’s Record 


The general agency of A. L. Saltz- 
stein for the New England Mutual Life 
in Wisconsin and upper Michigan sub- 
mitted $1,018,205 in applications in Oc- 
tober. The agency force is endeavoring 
to set a record for November and De- 
cember and round out a successful year 
of production. 


High School Students Insured 


An inquiry made among students in 
Mechanic Arts high school at St. Paul 
revealed that a goodly percentage of the 
students carry life insurance. More 
than 100 reported that they were carry- 
ing one or more policies, the average 





amount being $882, or slightly more 
than $89,000 in all. Various reasons 
were given for taking out insurance 


while yet in high school, chief among 
them being for further educational pur- 
poses. 





Honor Springfield Manager 


Fred M. Walker of Springfield, IIL, 
recently appointed district manager for 
the Equitable Life of New York, was 
honored at a dinner and theater party at 
which 30 agents from nine central IIli- 
nois counties were guests. C. R. Golly, 
Chicago state manager, was the princi- 
pal speaker. Dates for the state meet- 
ing of the company’s agents were an- 
nounced as Dec. 20-21 at Springfield. 
Two hundred agents, managers and of- 
ficials are expected to attend. 


Agency “reakfast Held 


To plan a “year-end cleanup” cam- 
paign for new business, the Everts 
Wrenn agency of the State Mutual 
Life, Chicago, took advantage of the 
presence at the Life Agency Officers 
convention in that city of Stephen A. 
Ireland, vice-president and superintend- 
ent of agencies, and Jemes Etleson, his 
assistant, to hold an agency breakfast 
meeting last Wednesday. Brief ad- 
dresses were made by Messrs. Ireland, 
Etleson and Wrenn. Messrs. Irleand 
and Etleson attended the second day’s 
session of the life officers after the 
breakfast. 





Federal Life Wins Iowa Case 


The Federal Life was victor in a $40,- 
000 suit brought by heirs of John Water- 
bury in Federal Court at Sioux City, 
Ia. Judge Scott held that the contract 
calling for cash payment of the pre 
mium on delivery of the policy had not 
been complied with. When the policy 
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was delivered a check for the premium | an investigation by Commissioner Du- | some months ago. Russell S. King, | has been written ior some time. This 

was given the agent, who testified he | mont sustained his denial. Mr. Louns- | supervisor of agencies of the company, | company, now com] yleting plans for the 

was told at the time that the check| bury was formerly actuary for the | likewise visited Chicago in connection | erection of a home office building to be 

would have to be held a few days, as | Nebraska department. | with the life agency officers’ meeting. some 27 stories and known as the North- 

there were insufficient funds in the bank —_—— Bid ern Life Tower, _ . —— in 
The check was he “V- i i i i i Seattle in 1906 by D. B. Morgan, now 
The check was held for sev Missouri State Minneapolis Meeting Rockwell Sales School Announced eattle 5 3 g 


to meet it. 
eral weeks and had not been cashed 
when Mr. Waterbury’s automobile slid 
off an approach to a bridge during a 
rain storm last March and he was killed. 
The policy carried double indemnity for 
accidental death. Immediately follow- 
ing the death of their father, Clifton 
and A. Raymond Waterbury paid the 
Federal Life agent in cash the amount 
of the policy premium, taking up their 
father’s check. Bank officials testified 
that at no time after the check was 
given did the writer of it have sufficient 
funds in the bank to pay it. 


Hope for University Group Plan 


Regents of the University of Minne- 
sota, who are seeking to establish a 
group insurance plan for professors and 
other employes, are more optimistic of 
success than they were two weeks ago. 
The state department of administration 
and finance which is opposing the in- 
surance plan has backed down in another 
case somewhat similar and the regents 
are hopeful of a like action in their own 
case. 

An action is now pending in District 
Court to compel the department to sanc- 
tion the expenditure of $45,000 for the 
university insurance and pension plan. 
President L. D. Coffman of the univer- 
sity has issued a strong statement in de- 
fense of the plan. 





Held Company Not Liable 


The American Central Life is ab- 
solved from financial responsibility in 
the death of an applicant for insurance 
who died before the company had ac- 
cepted his application. Merritt Olson 
applied for a $1,000 policy Sept. 12, 
1925, paying the premium Sept. 16. Two 
days later he became ill of infantile 
paralysis and died Sept. 23. 

The company received the application 
Sept. 16 and the premium Sept. 23 and 
was advised of the applicant's illness 
two days after he died. The company 
declined to pay on the ground that it 
had not entered into a contract, hav- 
ing rejected the application, and the 
state Supreme Court upheld this conten- 
tion. 


Jones Agency’s Records 


R. B. Jones & Sons of Kansas City, 
who took a general agency for the Tra- 
velers Sept. 15, closed the first month 
and a half of the operation of their life 
department with a production of $1,- 
002,689. The department is under the 
management of Wylie Pendleton, for- 
merly connected with the Kansas City 
branch of the Travelers. Fifteen men 
participated in the contest. None of 
them had ever written life insurance be- 
fore, being the regular agents of the 
R. B. Jones agency. On the first day of 
the campaign they put $263,000 on the 
books. Most of the insurance was writ- 
ten in amounts of from $5,000 to $10,000. 


H. K. Allen Honored 


H. K. Allen, a member of the agency 
staff of the Darby A. Day general 
agency of the Union Central Life, Chi- 
cago, has received from the agency a 
handsome, engraved gold watch as a 
token of the estimation in which he is 
held as a producer. Instead of numer- 
als, on the dial of the watch are the 
words Union Central to mark the hours. 


Seeks License in Nebraska 


Ralph A. Lounsbury of the Bankers 
National Life of New Jersey has been 
in conference with Commissioner Du- 
mont over the details of securing ad- 
mission of his company to Nebraska. 
At a recent meeting of the Lincoln Life 
Underwriters Association charges were 
made that solicitation of business for 
the company was being made in Ne- 
braska without any permission from the 
department. Mr. Lounsbury said that 
and 


there was no truth in the charges, 





Executives and agency managers of 
the Missouri State Life held an all day 
meeting at Minneapolis, Nov. 4. Rep- 
resenting the home office were J. J. 
Moriarty, vice-president; F. N. Ever- 
ett, chief underwriter; H. V. Montgom- 
ery, agency supervisor; Miles Heitzen- 
berg, assistant to the vice-president, and 
G. A. McClellan, group insurance spe- 
cialist. 


Visit Chicago Agency 


Frank K. Kahler, superintendent of 
agencies of the Manhattan Life, visited 
the Chicago general agency of the com- 


pany last week on agency matters. 
Johnson & Crume, Chicago general 
agents, have been making a very fine 


showing with the company since they 
assumed charge of its affairs in Chicago 


|in Chicago from June 18 to Aug. 


Dr. Charles J. Rockwell will conduct 
a life insurance sales training school 
15, 


1928, it was announced at the sales 


| meeting of the Chicago Association of 





Life Underwriters last Thursday. 





Hold Regional Meeting 


Lake county, Ind., agents of the C. L. 
Coyner agency of the Mutual Life of 
New York held a one day regional meet- 
ing at Hammond on Nov. 1. Mr. Coy- 
ner and Henry D. Reisa, supervisor of 
agents for the a ner agency, attended 
from Chicago. J. Killeough, special 
representative of ae company at Ham- 
mond and James Grey of Kokomo to- 
gether with Mr. Coyner and Mr. Reisa 
were the speakers. 
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“REINSURANCE” DEAL BARRED 


California Assessment Associations Not 
Authorized to Make Double 
Indemnity 


SAN FRANCISCO, Nov. 10.—In re- 
ply to a letter from one of the assess- 


ment life associations in California 
which have come to be known as the 
“pass-the-hat” organizations, addressed 


to the insurance department of Cali- 
fornia, in which the association seeks 
to give double indemnity in case of ac- 
cidental death, which indemnity shall 
be carried by a company other than the 
association through a “reinsurance” ar- 
rangement, Deputy Attorney General 
Riordan has ruled that these associa- 
tions are limited in the scope of their 
transactions and can not legally make 
such a deal; that they must rather con- 
fine themselves to the principle under 
which they are operating at present, 
and that “benefits must be raised solely 
by assessment upon surviving mem- 
bers.” He says: 

“It is my opinion it was never con- 
templated that companies operating 
under the provisions of said sections 
could issue any contracts other than 
simple engagements to levy an assess- 
ment whenever a member dies and to 
deliver the proceeds thereof to the bene- 
ficiary of such member. This, of course, 
means that it would be beyond the 
power of such association to make con- 
tracts of reinsurance or otherwise to 
take care of other risks or provide the 
benefits proposed to be paid to the mem- 
bers or their beneficiaries.” 





Cites Advertising Value 


A. G. Hauge, member of the E. F. 
Burke Spokane agency of the Bankers 
Life of Iowa, knows that it pays to ad- 
vertise. During the past several weeks 


a considerable bit of advertising has 
been done by the Burke agency in the 
Spokane newspapers. In those adver- 
tisements, the names and addresses of 
the agency’s salesmen have been in- 
cluded. Mr. Hauge, who lives in 
Coeur d'Alene, had occasion to spend 


one night in a city far from his home. 
After he had registered at the hotel, he 
was stopped by a woman who had seen 
his name on the hotel register. She 
asked if he were the Bankers Life sales- 
man of Coeur d'Alene. Mr. Hauge an- 
swered in the affirmative. She then ex- 
plained that she had read his name in 
one of the Burke agency advertisements 
and had planned to call on him for 
Bankers Life information on her next 
visit to his city. Mr. Hauge imme- 
diately gave her the information that she 
desired—with the result that she be- 
came an applicant for life insurance, 
signing a $3,000 application. 
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UNIQUE CONTEST IS STAGED 


One Conducted by Los Angeles Agency 
Based on Productive Use of 
Salesman’s Time 


LOS ANGELES, Nov. 10.—That 
time is the raw material of this business 
is being effectively demonstrated in the 
Roy H. Sheldon general agency at Los 
Angeles of the Equitable Life of Iowa 
through the medium of a contest within 
the agency organization. This contest, 
which was inaugurated Aug. 1 and will 
continue the remainder of the year, is 
unique in the scope of the factors upon 
which it is based and their value in im- 
proving the work of the _ individual 
through the formation of sales habits. 
The factors involved in their application 
to each day’s work, of which a daily re- 
port is made by each agent, are as fol- 
lows: Number of calls, number of inter- 
views, number of applications, number 
of hours, volume of production, amount 
of premiums. From this report is de- 
termined the value per call, the value 
per interview, the call ratio, interview 
ratio, average premium, average policy, 
value per hour, and average number of 
calls. The information furnished by the 
record, which is posted each day on the 
agency bulletin board, gives a compre- 
hensive vision of the previous day's 
work and for each week at the end of 
such period, as well as for each month 
at its conclusion. 

To stimulate interest in the contest 
Mr. Sheldon has offered a handsome 
trophy cup on which the name of the 
winner each month is engraved, perma- 
nent possession being awarded to the 
agent winning it the greatest number of 
tir.es during the contest. The winner 
of the cup for August was Byron S. 
Phillips, whose production that month 
was in excess of $100,000. He has been 
a se of the agency about a year. 
N. Hanson was the winner in Sep- 
tM and it is an interesting fact that 
his experience dates from last May. 





Big Group Policy Written 

One of the largest 
cases ever closed in 
just been written by 
on the employes of the Pacific Coast 
Steel Company. The group policy, ef- 
fective Oct. 31, totals more than $1,250.- 
000. Agents J. W. Bailey and T. J. 
Carmody represented the insurance com- 
pany, assisted by J. H. Johnson, the 
company’s group representative. 

The Northern Life has recently 
placed group policies in Seattle with the 
Superior Portland Cement Company, 
Lowman & Hanford Company, the Jos- 
eph Mayer Company, totaling over $1,- 
000,000 of insurance, but the transac- 
tion of yesterday was the largest that 


group insurance 
Washington has 
the Northern Life 





president, and his brother, the late T. M. 


Morgan. 





Cochrane Discharges Aides 


DENVER, Nov. 9.—Three attaches 
of the insurance department have been 
discharged by Jackson Cochrane, com- 


missioner, effective Nov. 10. They in- 
clude Charles T. Fertig, Colorado 
Springs, who is official rate adviser. 


The dismissals are taken by insurance 
men generally to be the outcome of the 
difficulty Mr. Cochrane experienced with 
Mr. Fertig when the latter attempted 
to oust him from office some months 
ago. Besides Mr. Fertig those fired 
were W. H. Kelly, chief clerk, and Miss 
Sarah Dock, clerk and typist. Mr. 
Cochrane explained his move by saying 
it was as the result of Governor Adams’ 
plea for economy. 

The three discharged, however, made 
charges of politics and announced they 
would fight the case before the civil 
service commission when it meets the 
latter part of this month. 


Metropolitan’s San Francisco Meeting 


Northern California agents of the 
Metropolitan Life held a convention in 
San Francisco Nov. 10. Haley Fiske, 
president of the company, accompanied 
by Francis O. Ayres, second vice-presi- 
dent, conducted the session in coopera- 
tion with Ernest H. Wilkes, third vice- 
president in charge of Pacific Coast ter- 
ritory. 

Thursday evening the company held a 
banquet to which the agents and 250 
prominent business men of this city were 
invited. Mr. Fiske and other officers of 
the company described the outstanding 
accomplishments of the Metropolitan, 
particularly in the field of public wel- 
fare. 








SOUTHERN F IELD 


Shenandoah’s Group Policies 


The Shenandoah Life of Roanoke, Va., 
has closed a group contract with the 
Chesapeake & Ohio Railway Employes 
Credit Union. Members are to be writ- 
ten on what is known as the association 
plan, individual policies ranging from 
$1,000 to $2,000. Policies have already 
been issued to upward of 750 members, 
averaging about $1,500 per member. 
Altogether there are nearly 1,200 mem- 
bers on the rolls at present. Officers 
may be written up to $5,000. 

The Shenandoah has also covered 
members of the Petersburg police and 
fire departments with a group policy 
on a similar plan. Individual policies 
in this case are also to be written up to 
$2,000. 

















Entered Virginia to Write Group 


The John Hancock Mutual Life, 
which recently entered Virginia, did so 
merely for the purpose of writing a 
group policy covering employes of the 
Chesapeake & Potomac Telephone Com- 
pany, it is stated. 


Tennessee Officials Reappointed 


Insurance Commissioner A. S. Cald- 
well of Tennessee has been reappointed 
to the office by Governor Horton, fol- 
lowing Mr. Caldwell’s resignation re- 
cently upon the death of Governor Peay. 
Commissioner Caldwell was elected 
president of the Insurance Commis- 
sioners Convention at its annual meet- 
ing. 

Governor Horton has also reappointed 
Ed M. Gillenwaters as commissioner cf 
labor and state fire marshal. 


Equitable Savings in Texas 


License been issued by R. B. 
Cousins, Jr., chairman of the state life 
insurance commission of Pee to the 
Equitable Savings Life o Kansas City, 
Kan. 


has 
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DRIVE FOR GROUP IN WEST 


Theodore W. Budlong, from Home 
Office of Commercial Casualty, in 
Chicago to Push That Line 











Theodore W. Budlong, who has been 
for some time serving as underwriter 
in the industrial accident and health de- 
partment of the Commercial Casualty at 
its home office, has been appointed ex- 


ecutive special agent for the group acci- > 
dent and health department of that our ances 
company, with headquarters at 1445 In- 
4 surance Exchange, Chicago, and will 
assist in the development of group dis- 
ability business throughout the middle a oi aia 
west. The Commercial Casualty has Legal Reserve Income Disability 
not been pushing the group business ¢ 

very strongly in the western field, but 


; ; ; ; : YT ° 

is now planning a special drive for that N -P; D bl | d 7 
class of business, featuring particularly ° on ar ou e n emnity 
group disability coverage for teachers. 


lk Panag spre. Paty of — Retort nite Co m plete Life Excess In te rest 
Line 








of Chicago, and was formerly connected | 
with that company and with the Bank- 

. e . . ' 
ers Accident of Des Moines, when his 


father was at the head of that company. | Sub-Standard Low Premiums 


Conference Executive Committee Meets | - . . * e 
An executive committee meeting of | Non- Medical Juvenile Policies 


the Health & Accident Underwriters 
Conference was held in Chicago last 
week. It was voted to hold the mid- ° A ~ 
winter meeting in Chicago in March, Can you build a General d gency: 
1928. Choice of headquarters was left 

to a committee composed of Harold R. | 
Gordon, executive secretary of the con- 
ference, and other Chicago members. 

| The Midland Casualty of Milwaukee 
was admitted to conference membership. 
Ralph E. Richman, Cincinnati editor 


was elected an honorary member of the | $195,000,000.00 in force? 


F conference. 








If you can—Write To-day 





Probe Mail Order Operations 7 ‘ 
LANSING, MICH., Nov. 8.—The plan of The Franklin Life Insurance Company 


operations followed by the Union Mutual ° ° 
Casualty of Des Moines in making out Springfield, Illinois 
pplications for Tiealth insurance for 
prospects and then sending them the 
policy by mail for their confirmation 
and remittance, has been brought to 
the attention of the Michigan depart- 
ment, which is investigating the matter. 
The company is not licensed in this 








state One of the sample policies sent DS EEE ——— 
to Dr. E. C. Hughes, a Bay City phy- | 
sician, was forwarded to the depart- 
ment for examination. The information 
was volunteered that Dr. Hughes had | 
made no application for insurance and 
had never before heard of the company. | 


SELF SELECTION ,— 


You may be where you are because ol WILI 
but you. can be where you WILL ii you eho 

















The Liberating Highroad 


Byroads may be peaceful pathways, but they ay not 
iti stinations. Fear keeps many from 

JUST ONE POINTER.—The Company which was the first in America lead to ambitious dest nat h ; P th hy tee 
. a: a joining the great procession that moves along the hig y 


to give standard old-line insurance to young people, now offers insur 


circumstances, 





ance children from | set Wi » Company of progress and to success. They mistakenly fear they lack ability, and 
aces Ag ae eee, ee ee they shelter themselves in a salaried position whose future 

is not satisfyingly bright. Life insurance salesmanship is 

NATIONAL FIDELITY LIFE INSURANCE COMPANY a liberator of such men. Cast out fear, have faith that he | 

Home Office Kansas City, Mo are as capable as other men, learn how fine an opportunity | 


life insurance provides, and then leave the byway for this 
highway on which thousands and thousands are happily | 


and safely traveling. 
Confer with the nearest Penn Mutual General Agent, 


Eureka-Maryland Assurance Co. or write direct to our Home Office, if you are ambitious, in- 
OF BALTIMORE, MD. dustrious, and desire success. 








Incorporated Under the Laws of Maryland, 1882 The Peas Mutual Life Insurance Company 


WE ISSUE ; | 
STANDARD ORDINARY AND INDUSTRIAL POLICIES Independence Square, Philadelphia, Pa. | 
LEMME ame Ba EMOREMBvite, MRL Founded 1847 | 




















Do your fellow agent a good turn—get him acquainted with 
The National Underwriter, the real insurance newspaper. 
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| THE MINNESOTA MUTUAL LIFE 
INSURANCE COMPANY 


takes pleasure in introducing 


HERB and JOHN 


partners in the firm of 
Snyder & Westefeld, one of 
the fastest growing young 
Agencies in the Company’s 
group of successful General 
Agencies. 


For a connection in an Agency that has a real progressive 
successful Agency spirit and takes a comradely interest in its 


Snyder & Westefeld, General Agents 


212 Speed Building 
Louisville, Kentucky 


For direct profitable Agency contracts in other desirable 


localities write 


THE 


MINNESOTA MUTUAL LIFE 
INSURANCE COMPANY 


SAINT PAUL, MINNESOTA 





John Westefeld 
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You are a producer 

You want a REAL job 

You believe in yourself 

A friendly interest is needed 
Close co-operation is necessary 


Territory does make a difference 


Write or wire: S. M. CROSS, President 


OLUMBIA LIFE 
INSURANCE COMPANY 
Cincinnati, Ohio 
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The application attached to the policy, 
however, showed a fairly intimate 
knowledge of the doctor and his affairs 
and must have been prepared by some- 


one who had obtained considerable 
definite data from some undetermined 
source, 





Organizing Southeastern States 


N. W. Allread & Co., general agents 
at Jacksonville, Fla., who have recently 
taken over the states of Florida, Georgia, 
Alabama, Mississippi, Louisiana, North 
Carolina, South Carolina and Arkansas 
for the Inter-Ocean Casualty, are rapidly 
effecting an agency organization 
throughout that territory. They will 
handle exclusively a special monthly 
payment health and accident policy 
adapted to the business of the south. 

The general office will be located in 
the Consolidated building, Jacksonville, 
under the personal direction of N. W. 
Allread, and the Florida branch office 
at 310 Lutz building, Jacksonville, will 
be under the management of J. H. Bon- 
nette, with a line-up of seasoned men. 
H. K. Reid will be manager for Ala- 
bama and Georgia, with offices at Bir- 
mingham, Ala. C. J. Bailey will open 
offices in Jackson or Meridian, Miss., to 
cover Mississippi and Louisiana and con- 
tracts are pending for managers for the 
other states. 

Mr. Allread, the head of the organiza- 
tion, has been in the business for the 
years, having been with the 
Accident as state man- 
ager for North and South Carolina, then 
with the American Bankers in the same 
capacity until Sept. 1, 1926, when he was 
appointed manager for the accident and 
health department of the United Ameri- 
ean Life, business was recently 
reinsured by the Inter-Ocean in Georgia 
Florida. 


whose 


Names Western Field Supervisor 


F. W. McIntosh has been appointed 
western field supervisor for the Monarch 
Accident, in charge of all agencies west 
of the Mississippi river, according to an- 
nouncement made by C. W. Young, presi- 
of the company, who was in Des 


' Moines last week to attend the conven- 





tion of Iowa-Nebraska agents. Mr. Mc- 
Intosh has been with the Monarch since 
April, 1926, at which time he was placed 
in charge of the Des Moines agency. 


National L. & A. Promotions 


J. J. Crehan, formerly superintendent 
in the Detroit district for the National 
Life & Accident, has been made manager 
of Cleveland No. 1. J. W. Birkhead of 
Dallas and R. R. Cornelius of Fort Smith 
have been promoted to superintendencies 
by that company in their respective dis- 
tricts. The National Life & Accident 
now has 103 districts in 21 states, from 
the Great Lakes to the Gulf and from the 
Atlantic to the Pacific. 


Luncheon for Time Agents 

MILWAUKEE, Nov. 8.—Thirty-five at- 
tended the luncheon given by the home 
office of the Time Insurance Co. on 
Insurance Day recently. Among the 
guests were W. G. Alpaugh, secretary of 
the Inter-Ocean Casualty, Cincinnati; 
Harold R. Gordon, executive secretary 
of the Health & Accident Underwriters 
Conference, Chicago; J. J. Helby, presi- 
dent of the Federal Casualty, Milwaukee, 
and E. A. Piepenbrink, Wisconsin Mutual 
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Liability, Milwaukee, presiding chairman 
at the Insurance Day sessions. 

Mr. Piepenbrink, in a talk to the 
agents and guests, urged them to fur- 
ther the educational movement to bring 
insurance into the public mind, aid in 
removing the “mystery” of it from the 
public, and in creating favorable public 
opinion. 

John D. Rogers, agent for the com- 
pany, gave an inspirational talk in which 
he pointed out that the health and ac- 
cident underwriters should give more 
service to their policyholders. 


Peerless Takes Over Union 


TOPEKA, KAN., Nov. 8.—The Peerless 
Life & Accident of Topeka has taken 
over the business of the Union Insur- 
ance Company of Wichita. The Union 
had about 800 policyholders and a pre- 
mium income of approximately $25,000 a 
year. It formerly was located in Topeka 
but some years ago the control of the 
company changed and it was moved to 
Wichita. Now it is going out of business 
because the managers had other lines 
which prevented them giving the atten- 
tion to the company that the business 
required. By the terms of the merger 
contract the Union is to settle all claims 
arising previous to the merger and the 
reserves on all outstanding policies are 
turned over to the Peerless to protect 
the policies in force. The Peerless has 
sent out riders to be attached to all 
Union policies under which the Peerless 
assumes all liability under the policies. 


Is Admitted to Oklahoma 


The Equitable Life & Casualty of Chi- 
cago has been admitted to Oklahoma. 
The state is in charge of H. D. Barton, 
who formerly had charge of the com- 
pany’s office at San Jose, Cal. 





Accident Notes 


John Ryder DeWitt, assistant mana- 
ger for the Mutual Benefit Health & 
Accident in Chicago, was recently mar- 
ried in Omaha to Miss Helen Brennan 
of that city. 

H. W. Stotler, division manager of the 
Federal Life of Chicago, has opened an 
office in Indianapolis. He is featuring 
a non-cancellable income protection pro- 
gram. 


NEWS OF FRATERNALS | 








Iowa Fraternal Congress 


The Iowa Fraternal Congress met in 
Des Moines last week. James A. Mad- 
dox, vice-president and field manager of 
the American Insurance Union, spoke on 
field and agency work. A. C. Cherry, 
district manager of the Maccabees, also 
discussed field work, as did R. L. Hill, 
state manager of the Modern Brother- 
hood of America. “The Des Moines Fra- 
ternal Insurance Association, its Aims 
and Objects,” was the topic of W. C. Mc- 
Cullough, district manager of the Se- 
curity Benefit Association. Arthur A. 
Bentley, president of the Mystic Work- 
ers, discussed juvenile insurance. 


Will Meet in St. Louis 


The annual meeting of the Missouri 
Fraternal Congress will be held Nov. 17 
in St. Louis. The program calls for 
the reading of papers by Milton G. 
Woods, secretary of the Frank W. Pear- 
son Insurance Service Company, Chicago, 
Ill., and Dr. Felix Gaudin of New Or- 
leans, La., supreme president of the 
Catholic Knights of America. Claude A. 
Manlove of Kansas City is president of 
the Missouri Fraternal Congress and 
Jones Parker of St. Louis, former 
speaker of the Missouri house of repre- 
sentatives, is vice-president. 





Cutshall Made President 


The Indiana Fraternal Congress 
elected W. S. Cutshall of Fort Wayne, 
president at the annual convention at 
Indianapolis. Edward M. Mason of In- 
dianapolis, representing the supreme 
council of Ben-Hur, was elected vice- 
president, and Edward Bierhaus, Jr., of 
Indianapolis, representing the Royal 
Arcanum, secretary-treasurer. The con- 
gress is composed of 14 insurance orders 
and about 50 representatives of these 
attended the convention as delegates. 





Max Goldbaum of Denver, special 
agent for the Northwestern Mutual Life, 
a nephew of the late Maximillian Har- 
den, German publicist, has returned to 
Denver after a four months trip to 
Europe. 
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NEWS OF THE PRUDENTIAL 


Some of the Activities of the Men in 
the Field—Promotions Are 
Announced 


Floyd J. Fancher, superintendent of 
the Prudential’s Binghamton, N. Y., No. 
2 district, recently passed his twentieth 
Prudential birthday. It was observed 
with a banquet given by the Binghamton 
No. 2 staff. Division Manager James G. 
Parkinson, Superintendent George Mac- 
pherson of the Binghamton No. 1 dis- 
trict and his predecessor William E. 
Ralph, who is now on the company’s 
retired list, also participated in the 
event. Mr. Parkinson presented Mr. 
Fancher with the diamond locket and 
certificate in behalf of the company. 


Agent Matthew Myszewski of the Mil- | 


waukee No. 3 district, has been pro- 
moted to assistant superintendent in the 
same district. 

Agent M. M. Ward of Philadelphia No. 
1 on Nov. 3 completed 25 years of con- 
tinuous service with the company. 

H. F. Mulligan, agent of the Ithaca, 
N. Y., district, is to be congratulated 
upon his excellent record in the ordi- 
nary department. He is the district's 
leader and ranks high among the com- 
pany’s best ordinary writers. 

The leading agent of the 
No. 3 district in industrial net increase 
is L. Gesinger, who also is credited with 
a substantial increase in the ordinary 
department. 

Agent C. P. Deavenport of Rochester 
No. 3, who has only recently been ap- 
pointed, is producing satisfactory results. 

Harry I. Myers, formerly an assistant 
superintendent in the New York No. 15 
district of the Prudential has been pro- 
moted to the superintendency in the 
same district. 

Superintendent Myers is well known in 
the territory assigned to him, which is 
located in the Bronx, and has been active 
there since his appointment with the 
company. He entered its service as an 
agent in the New York No. 10 district 
Sept. 1, 1917. On Jan. 3, 1927, he was 
promoted to assistant superintendent 
and on June 21, 1926, transferred to the 
New York No. 15 district in the same 
capacity. 

Agent Edward Ciocys has been pro- 
moted to Assistant superintendent of 
Pawtucket, R. I. Agent John F. Kelley 
has been promoted to assistant superin- 
tendency in the Pittsfield, Mass., district. 

Agent Byrd C. Perkins of Detroit No.3 
has been promoted to assistant super- 
intendent in the same district. He has 
been with the company since June 1, 
1925. Agency Percy G. Latimer of the 
Pontiac, Mich., district, has been made 
an assistant superintendent in the same 
district. His service with the company 
dates back from Nov. 23, 1925. 

In Louisville, Ky., Agent Herman E. 
Vausha, who had been operating a debit 
in the No. 2 district, has been placed in 
charge of an assistancy. 

Agent A. P. Henderson, who has been 
operating a debit in Dayton since Sep- 
tember, 1918, when the No. 2 district was 
formed, has been appointed to an as- 
sistancy. 

Agent Eugene T. Belland of St. Paul 
No. 2 has been promoted to the position 
of assistant superintendent in the same 
district. Agent Ethron T. Young of Des 
Moines, Ia., has been promoted to the 
position of assistant superintendent in 
the same district. 

Among the recent promotions to the 
post of assistant superintendent in Divi- 
sion E are Pames P. May at Kittanning, 
Pa., Matthew C. Dignen and Harry I. 
Weisberg at Pittsburgh No. 2 and 4, re- 
spectively, and Lawrence M. McNany at 
Pittsburgh No. 5. 


Rochester 





Western & Southern Changes 


G. H. Hampton, formerly home office 
inspector, has been appointed acting su- 
perintendent of the New Albany, Ind., 
district of the Western & Southern. 

D. Dimmick Troxell, formerly assistant 
at Norwood, O., has been promoted to 
the superintendency of Piqua, O. The 
new superintendent is a veteran of over 
20 years’ service with the company and 
his name is familiar as one of the lead- 
ing assistants year after year. Mr. 
Troxell succeeds Superintendent V. B. 
Riggs, who has been appointed superin- 
tendent at Dayton 2. 





LEADERS BANQUET GUESTS 


Western & Southern Life’s Chicago 
West Men Are Feasted in Cele- 
bration of Production 


The Western & Southern Life’s Chi- 
cago West district office under Superin- 
tendent J. J. O'Leary was tendered a 
banquet last Saturday in Chicago in 
celebration of the district’s leade rship 
of the company’s entire field in ordinary 
increase for the year to date. The Chi- 
cago West district is known as the mil- 
lionaire district of the Western & South- 
ern The celebration was attended by 
these home office people H Thomas 
Head, director of agencies; Charles M. 
Biscay, manager ordinary department: 





J. J. OOLEARY 


J. J. Doyle, publicity manager; J. N. 
Reinhard, superintendent of agencies 
Division E; the entire staff of the Chi- 
cago West district; all superintendents 
in the Chicago territory, and home office 
inspectors. Chicago West also ranks 
among the company’s leaders in indus- 
trial production. 


Superintendent O'Leary Presides 


Superintendent O'Leary presided at the 
banquet. The superintendent of agents 
said that the Chicago West district 
showed an increase in ordinary in force 
of $1,000,000 so far this year and $500 
increase in debit. He said that the aver- 
age per man record in ordinary and in- 
dustrial increases was particularly grati- 
fying. Judge Rufus M. Potts, former 
Illinois insurance superintendent, Mr. 
Biscay, Mr. Doyle, C. M. Cartwright, The 
National Underwriter; Superintendent 
O'Rourke of the Prudential at Joliet, 
who induced Mr. O'Leary to enter the 
insurance business, and a number of the 
men in the organization spoke. The fol- 
lowing superintendents of the Western 
& Southern were present at the banquet: 
A. J. Butler, Aurora, Ill; Eli Rosen, Chi- 
cago South; J. R. Daniels, Douglas Park; 
J. E. McDonnell, Cicero; Arthur Miroff, 
Englewood; Wm. Peglow, Irving Park; 
Cc. L. McMannis, Joliet, Ill.; E. E. East- 
wood, Lakeview; W. J. Buntenbach, Oak 
Park, Ill.; E. B. Stukenborg, Ogden Park; 
D. J. Fassino, Rockford, Ill.; M. Gilbert, 
Roseland, I11.; C. E. Reynolds, supervisor, 
and D. C. Thornton, home office inspector. 


Meeting in Lafayette 


A banquet for the Lafayette, Ind., dis- 
trict of the Western & Southern, L. S. 
Dixon, manager, was held there in recog- 
nition of meritorious sales service which 
has placed the district in the lead for 
the division. Attending the banquet 
were local salesmen, 20 representatives 
from other Indiana towns, and two offi- 
cers from the home office, Thomas 
Jenkins, superintendent of agencies, and 
S. Fox, supervisor. Nine visiting super- 
intendents were also present. 





Dixie Life Elects Officers 


H. E. Satterfield has been elected pres- 
ident and Hugh Stephens secretary and 
general manager of the Dixie Life of 
Raleigh, N. C., which recently received 
its charter. The authorized capital of 
the company is $100,000 and it begins 
business with paid in capital of $25,000 


and paid in surplus of $12,500. The com- 
pany is organized to write industrial 
life and health and accident business. 


The plan is, however, to issue ordinary 














Are You Still aSub Agent? 


Ambitious and Successful Men and 
Women prefer to Build, Own and Man- 
age a business for themselves. 
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WHY NOT BECOME A GENERAL 


AGENT? 


Our plan provides an agreement for 
building, ownership and management of 
successful General Agencies in the states 
of ARKANSAS, LOUISIANA, TEXAS 
and OKLAHOMA. 


“a> 


Your communication will be treated 
with confidence. 


LOUISIANA STATE LIFE 





Insurance Company 


HOME OFFICE 
SHREVEPORT, LA. 


IRA F. ARCHER 
Superintendent of Agencies 
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A New Plan to Solve 
An Old Problem 


How to gain the confidence of new prospects is an 
old aotien, in 

The Ohio National Life Juvenile Policy helps to 
solve this important problem. 

The policy is issued at birth and up to age 11 in 
amounts from $1,000 to $10,000, with premium 
waiver in event of total disability or death of the 
father. 

Every father is interested in his boy or girl. The 
juvenile policy is something for his boy or girl 
He is interested. You get his confidence and he 
places all his life insurance with you. 

The Juvenile Policy is only one of the many services 
that makes it “Pay to Tie Up with the Ohio 
National.” 

General Agent wanted at Dayton, Ohio.—Other 
valuable territory open. 


THE OHIO NATIONAL LIFE 
INSURANCE COMPANY 


CINCINNATI, OHIO 


E. E. Kirkpatrick 


T. W. Appleby 
Sup’t. of Agents 


President 
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The Direct Agency System a Success 
One Hundred Millions in Force 
THE COLUMBUS MUTUAL LIFE INSURANCE CO. 


The Third Ohio Company to Reach the Hundred Million Mark 


It took the first company thirty (30) years and the 
second company twenty-eight (28) years to accomplish 
what The Columbus Mutual has accomplished in nineteen 
and a half (1934) years. 


Our business has all been written direct through our 
own agents. THE COLUMBUS MUTUAL HAS PASSED 
IN VOLUME FIFTY-SIX (56) COMPANIES ITS OWN 
AGE OR OLDER and only one younger company has more 
business in force which did not combine with or reinsure 
other companies. 


“TWO HUNDRED MILLION IN °32” 
HELP WRITE THE SECOND HUNDRED MILLION 


The Columbus Mutual Life 


Insurance Company 


580 E. Broad Street, Columbus, Ohio 
C. W. Brandon, President D. E. Ball, Vice-President and Sec’y. 























Central States Life 


Insurance Company 


ST. LOUIS, MO. 


Agency Openings in 


ARKANSAS MISSOURI 
CALIFORNIA MONTANA 
COLORADO NEBRASKA 
FLORIDA NEW MEXICO 
IDAHO OKLAHOMA 
ILLINOIS SOUTH DAKOTA 
IOWA TEXAS 
KANSAS UTAH 
MINNESOTA WYOMING 


Oo 
All Ages up to 65 
Participating and Non-Participating 


Standard and Sub-Standard 
Disability and Double Indemnity 


Assets: $10,000,000 
INSURANCE IN Force: $90,000,000 























life policies later. General Manager 
Stephens has been a member of the North 
Carolina insurance department and is ex- 
perienced in the business. 


Make “Anniversary Week” Records 
The staffs of the National Life and Ac- 


‘ 


cident Company at Little Rock, Ark., and 
at Baton Rouge, La., made excellent rec- 
ords during the recent observance of 
“anniversary week,” fostered by the com- 
pany. At the close of the week, Oct. 27, 
the results were $178.25 industrial writ- 
ing at Baton Rouge. At Little Rock, 
each man on the staff exceeded $10 writ- 
ing. 








NEWS OF LOCAL ASSOCIATIONS 











HULL SPOKE IN KANSAS CITY | ELEMENTS OF SUCCESS TOLD 


Managing Director of National Associa- 
tion Addressed Local Group on 
Organization Benefits 


KANSAS CITY, MO., Nov. 10.— 
Roger B. Hull, managing director and 
general counsel of the National associa- 
tion, 
tion last Thursday. The meeting was 
the largest so far this fall, with 150 
present. Mr. Hull told the life under- 
writers that the institution of life insur- 
ance was not going on from one high 


| Tressler Callihan of John Hancock 


addressed the Kansas City associa- | 


Scores Agent Who Fails to Build 
Life Programs 


“The day is done when a man can be 
a success in this business by simply in- 
| troducing and issuing policies regardless 
of whether they fit a life need of the 
buyer,” said Tressler W. Callihan, edu- 
cational director of the John Hancock 
Mutual Life, in his address before the 


sales “roundup” of the Chicago Associa- 
tion of Life Underwriters last Thurs- 
day. “The man who is doing this is 


record to another just because those in | 
| dead and has been dead for a long time.” 


the business think it is going to, but be- 
cause someone has given’ constant 
thought and diligence to the problem. 
Stating his belief in life insurance the 
speaker said he believed it was the 
greatest human agency in the world, 
touching at some point every human be- 
ing, and involving all human relation- 
ships. He touched on the subject of the 
establishment of the American College 
of Life Underwriters, saying it was the 
greatest step toward the development 
of the professional ideal of life insur- 
ance ever undertaken. Major Hull said, 


however, that he was certain that unless | 


movement justifies putting real 
“beef” behind it then it might as well 
be given up right now. Unless it is 
worth putting constructive thought be- 
hind it, then it is not worth anything. 
In this connection he urged the mem- 
bers to take notice of the bulletins sent 
out from the national association, and 
asked them to give to that office their 
constructive criticisms and thoughts as 
to what the association ought to do. Mr. 
Hull expressed a vision which he has 
involving the hope that every local life 
underwriters’ association will become 
the most vital influence in its respec- 
tive community. No project should 
be launched in a city, in his opinion, 
without the support and without the ap- 
proval of the life underwriter group. 

E. S. Albrittno, vice-president of the 
Southern States Life, was a guest at the 
meeting, expressing his greetings to the 
Kansas City association. Fourteen new 
members were announced. O. Sam 
Cummings announced that the schoo] for 
life insurance salesmanship, being con- 
ducted by the Kansas City association 
and the Life Insurance General Agents’ 
and Managers’ Club of Kansas City, was 
well under way after its first meeting, 
with 60 enrolled. 

*2e @ 

Baltimore—John W. Yates, general 
agent of the Massachusetts Mutual Life 
in Detroit, was the guest of honor and 
principal speaker at the monthly meet- 
ing of the Baltimore association Thurs- 
day night. Mr. Yates’ subject was “The 
Power of Life Insurance.” 

Several other features, in addition to 
the address by Mr. Yates, were arranged, 
including the showing of a motion pic- 
ture, “Youth Regained.” 
Memphis convention were 
Clark, John Hancock Mutual: E 
lor, Eureka-Maryland, and R. U. 
Massachusetts Mutual. 

* 6 

District of Columbia 
man, million dollar 
York City of the Equitable 


this 


made by E. J. 
H. Tay- 
Darby, 


talph G. Engels- 
producer in New 
Life of New 


York, formerly instructor of salesman- 
ship at the New York University Life 
Insurance Training Course, was the 
principal speaker at the regular monthly 
dinner meeting this week of the Dis- 
trict of Columbia association. 
x * * 
Boston—M. Albert Linton, vice-presi- 


dent of the Provident Mutual Life, will 


be the principal speaker at the Novem- 
ber meeting of the Boston 


association. 


Mr. Callihan is a forceful speaker who 
never wanders from his subject. He pre- 
sented the case for more effort and more 
intelligence in life insurance selling and 
was roundly applauded at the conclusion 
of his address. 

Success Predicated in Service 


“Success today,” he said, “is predi- 
cated on building complete life insurance 
programs. A man is successful in this 
business when he can produce for hu- 
manity in general the greatest amount 
of happinness. It is easier to sell a man 


| what he wants than something we may 


| 


want to sell him regardless of whether 
he wants it. Many agents are doing that 
-—selling what they want to sell instead 
of trying to learn the prospect’s needs 
and helping him meet them.” 

With the aid of a blackboard Mr. 
Callihan illustrated the growth, matur- 
ity and decline of a man’s earning power, 
and the concurrent growth, maturity and 
decline of his responsibilities, and indi- 
cated how a life insurance program 
should be built to meet the exigencies 
of these processes. 

Business Policies Insure Brains 


“Life insurance for business insures 
brains,” he said. “Keeping in mind that 
life insurance is a service to help peo- 
ple create estates, you are the servants 
of the public who must assist in the 
creating.” 

In conclusion he said: “I am glad 
the business is taking up the Life Under- 
writers College, because this and other 
training institutions are raising the 
standards of the men in the business and 


therefore of the business as an insti- 
tution.” 
* * 
Indianapolis—M. Albert Linton, vice- 


president of the Provident Mutual Life, 


delivered 


before the Indianapolis asso- 
ciation last week his address, “Life In- 
|} surance As an Investment,” which was 


Reports on the | 


so well received at the 
of the National 


annual meeting 
association at Memphis 
An unusually large attendance greeted 
Mr. Linton at the Indianapolis meeting. 
He was introduced by Otis Logan, gen- 
eral agent of the Provident Mutual Life 
at Indianapolis 

Frank L. Jones explained the plan and 
purpose of the American College of Life 
Underwriters which is being established 
under the auspices of the National as- 
sociation. Mr. Jones announces that 
members of local associations may make 
application for certificates through the 


presidents of local associations. A fee 
of $50 is charged The first 500 to 
qualify will be designated as charter 


members. 

Elbert Storer 
endorsement 
ing director 


offered a resolution of 

of Roger B. Hull, manag- 

of the National association. 
* * * 

Grand Rapids, Mich.—-The first meet- 
ing under the new administration of the 
Grand Rapids association was held Mon- 
day noon, with the new president, H 

(CONTINUED ON NEXT PAGE) 
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Phoenix Mutual's 
New Film Tells an 


Impressive Story 


At the meeting of the Bureau of Life 
Insurance Sales Research at Chicago 
last week there was presented a new 
moving picture, gotten out by the Phoe- 
nix Mutual Life, entitled “Vanishing For- 
tunes.” This showed the danger ot leav- 
ing life insurance money in a lump sum. 
The picture was exceedingly well de- 
picted and acted. It had a very con- 
vincing appeal. It showed the life in- 
surance agent talking to the prospect 
while the two children played on the 
floor and the wife sat nearby. Like 
many other men the prospect felt that 
his wife was different and could well 
handle any finances. It then showed 
the glowing prospectus of a mining con- 
cern and the avidity with which a wo- 
man might be beguiled into purchasing 
its stock. She took it for granted that 
the statements in the prospectus were 
true. 

The function of the life insurance trust 
was explained and the trust company 
facilities were shown as safeguarding 
an estate. The whole picture depicted 
the great danger of leaving a lump sum 
of money to dependents who have no 
financial experience. The monthly 
stipend plan showed how the family was 
safeguarded. 

Winslow Russell, vice-president of the 
Phoenix Mutual Life, said that the pic- 
ture was first shown at Asheville, N. C., 
to the officers and employes of a bank. 
It resulted in eight people, including 
some of the bank officials having their 
policies changed to provide at least for 
monthly installments or a life insurance 
trust and through it agents were able 
to secure new business in a short time 
amounting to over $36,000. 


Sponsored by Winston-Salem Bank 

The Wachovia Bank & Trust Com- 
pany of Winston-Salem, N. C., one of 
the great banks of the south and a pio- 
neer in the trust form of insurance safe- 
guard, sponsored the meetings in Ashe- 
Winston-Salem, and Raleigh, at- 
tended by more than 1,000 guests com- 
prising business men, bankers, publish- 
ers, and representatives of leading insur- 
ance companies, and at which “Vanish- 
ing Fortunes” had its premiere. 

rhe principal speaker was Winslow 
Russell, one of the earliest advocates of 
insurance cooperation with bankers, 
and vice-president of the Phoenix Mu- 


ville 
vie, 


tual Life. Mr. Russell drew a picture 
of the crushing responsibilities often 
thrust upon sorrowing women by men 
who thought they were acting only with 
love and consideration in leaving their 
insurance free, clear, and in a lump 
sum to their survivors. Out of 30 vears 
of observation, he is convinced that 
more than 90 percent of such money 
soon sifts through the fingers of those 
vho are so desperately intent upon sav- 
ing it and making it grow On the 
ther hand, in the still brief vogue of 
the life insurance trust, he has seen ar- 
‘ive a new era of peace and security 


beneficiaries. 
Banker Hailed New Spirit 
Col. F. H. Fries, veteran head of the 
Wachovia banks, which since 1923 have 
been writing life insurance trusts, 
ailed the new-found spirit of coopera- 
tion between bankers and_ insurance 
companies as one of the true construc- 


tive forces of the day. He pronounced 
he alliance between insurance compa- 
the great creators of estates, and 
t companies, the administrators and 
conservators thereof, an economic 
novement of vital benefit to every citi- 
zen of the nation. 

rhe story of “Vanishing Fortunes” as 

untolds shows that money which is 
meant to replace income must be paid 
as income, if life insurance is to do what 
meant to do. 
wo well-known New England bank- 
appear in the cast which, otherwise, 
is composed of prominent “profession- 
als.” Robert Craik, who was star of 





as 


was 


ers 





“The Vagabond King” in its heyday 
but is now a special representative of 
the Phoenix Mutual, takes the part 
the insurance counsellor who is friend 
of the family and eventually helps them 
to leave all their troubles in the hands 
of the bank. Philip Crane, the family 
head in the picture, is played by George 
Van Beusen, often called Milton Sills’ 
double, and whose genial face is known 
everywhere as “the man in the Camel 
Cigarette posters.” Ruth Crane, the in- 
genuous wife, is played by Muriel 
Campbell, who has a prominent part in 
the production of “Broadway,” now on 
tour and playing in Philadelphia. 


or 


USE OF LIFE INSURANCE 
FOR EDUCATION IS CITED 





The Connecticut General Life h 
just issued a bulletin for National Edu- 
cation Week with a cover of 
photographs of children who are going 
to college even if their fathers do not 
live, through insurance arranged for 
that purpose. The fathers of these chil- 
dren are Connecticut General agents 
and are among the growing number of 
men who are selecting life insurance as 
a safe and convenient method of giving 
their boys and girls a college education 

Life insurance companies have several 
methods which make this easy, accord- 
ing to Secretary Wilde of the Connecti 
cut General. “In a recent book issued 
by our legal department on ‘Standard 
Trust Agreements’ are seven arrange- 
ments asked for most frequently by pol- 
icvholders. Some one of these will fit 
practically any situation. 

“One man may prefer to provide for 
college only, another for high school only, 
while a third will want to provide for 
both high school and college. One man 
may choose to ask for a definite number 
of dollars a month and another may pro- 
vide a certain number of equal install- 
ments. These plans are flexible enough 
so that a man may easily make the ar- 
rangement which i his own 
family.” 


as 


design 


or 


best suits 





LOCAL ASSOCIATIONS 
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Wibirt Spence, presiding Mr. Spence 
gave a report of the recent convention 
of the National Association of Life Un- 
cerwriters at Memphis Cc l 
Elmer R. Beers and A. G 

reporting on the convention 

delegates of the association 

* 

Des Moines—The November ms: iz of 
the Des Moines association will be held 
Saturday noon, Nov. 12, with Frank M 
See, manager of the Union Central lift 
igency, St. Louis, as speaket His sub- 
ject will be “Life Insuranc« Is Love 
Triumphant.” This address was one of 
the big hits at the recent natior 
vention in Memphis 

* * * 

Florida—Arthur G. Kerr, eg il agent 
for the Aetna Life at Jackson‘ was 
elected president of the Florida asso« 
tion at the meeting of the organiz 
last week 

x * * 

Decatur, ITl.—Leo R. Stamm, super 
visor of the million-a-month Cl iz 
agency of the Acacia Mutual, will be th 
principal speaker before the I tur 
issociation at a dinner meeting Nov. 14 
Mr. Stamm’s subject will be Life In 
surance A Profession and Its Poss 
b:lities 

x * * 

Bloomington, Hl.—Under the leader- 
ship of C. O. Hamilton, president of the 
Bloomington association, plans are being 
made to hold a record-breaking meeting 
Nov. 19, when Darby A. Day, Chicago 
manager of the Union Central, speaks 
Invitations are being extended to bank- 
ers and business men, and a large num 
ber of people outside the insurance busi- 
ness have indicated their desire to hear 
the speaker Delegations are expected 
from the Peoria, Champaign and Dan- 
ville associations. 

Mr. Day is president of the Illinois 
Association of Life Underwriters and 
several of the other officers of the state 


.©sociation are planning te attend 
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You will find that there’s a 
“heart’’ in the Pilot Contract. 
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PILOT 
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A. W. McALISTER 
President 


We want general agents. 
Name your territory— 
there may be an opening. 


PILOT LIFE 


INSURANCE COMPANY 
Greensboro, N. C. 


T. D. BLAIR 
Agency Mgr. 
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COMPANY 


CHICAGO 


Executive Office: Jacksonville, Illinois 


Life ‘ Health ‘ Accident 








GREAT REPUBLIC LIFE 
INSURANCE COMPANY 


of LOS ANGELES, CAL. 
ATTRACTIVE GENERAL AGENCY OPENINGS IN TEXAS 


Now available with this Progressive California Company in 
connection with its plan to establish Direct General Agencies 
in Houston, Dallas, and other large cities in that field. Very 
liberal contracts and fine line of policies. Applications now 
being considered from men of successful experience and satis- 
factory records. If interested write or wire. 


W. H. SAVAGE, Vice-President 


Great Republic Life Building, 756 So. Spring Street 
Los Angeles, California 














COMPLETE COVERAGE 
FROM A SINGLE SOURCE 


Life Health Accident 
Life Policies—Disability Policies—Accident 
Policies 





Sub-Standard Standard Super-Standard 


One Contract 


One Company One Correspondent 
Group Protection 


45 Life Plans 11 H & A Forms 


WE WANT REPRESENTATIVES in Ohio, Indiana, Kentucky, Michigan, 
Pennsylvania, West Virginia, Texas, Oklahoma, California, Illinois, Iowa. 


TELL IT ALL in your first letter—your confidence will be duly respected 
pending your decision to accept or reject. 


THE OHIO STATE LIFE INSURANCE COMPANY 


COLUMBUS, OHIO 

















You Who Seek Opportunity 


Opportunity exists always for those who seek success and satisfaction 
in life insurance field work. 


During 84 years the first American legal reserve mutual life insurance 
company has been served and built to greatness by men who found both 
success and satisfaction in so doing. 


This company writes all standard forms of insurance and annuities on 
both men and women. Age limits 10 to 70. 


Those who contemplate life insur- 
ance field work are invited to apply to 


The Mutual Life Insurance Co. 
of New York 


34 NASSAU STREET NEW YORK, N. Y. 














Agent Increased the 
Dividends Himself 


AMES A. FULTON, superintendent 

of agents of the Home Life of New 
York, told a good story the other day 
in illustrating the kinds of agents that 
will probably have a high lapse ratio. 
He said that he walked into the office 
of one of his agents. The agent had 
a high lapse ratio and the general at- 
mosphere about the office was not sat- 
isfactory. Mr. Fulton entered the office 
and saw the agent sitting in his chair 
iooking at a blank wall apparently in 
a dreamy mood. Mr. Fulton thought 
that he would arouse his interest and 
stimulate him. He said: “I have some 
very good news for you.” The agent 
asked what it was. Mr. Fulton replied, 
that the company had decided to in- 
crease its dividends. The agent in re- 
joinder said, “Oh, I increased the divi- 
dends myself about three months ago, 
so I am well beyond that. This news 
is no news to me.” 


PREMIUM PAYMENT PLAN 

AND THE LAPSE RATIO 

(CONTINUED FROM PAGE 3) 

distinct service after the policy is in 
effect. He said that the agent should 
be impressed with the fact that in order 
to get renewals he must work for them 
and render a service. The reinstatement 
department he said is only a minor part 
of conservation. Prevention of lapse is 
really the big thing to consider. 

H. E. Aldrich, Equitable of Iowa, said 
that his company does not pay any com- 
mission if a policy is reinstated six 
months after the lapse. If a 20-pay- 
ment life policy is surrendered and the 
man changes to an ordinary life, no com- 
mission is paid. Mr. Aldrich said that a 
company can do much to conserve its 
own business and should not allow its 
agents to tamper with old policyholders 
and commercialize them for their own 
benefit. He does not think that a com- 
pany should allow its agents to change 
its own policyholders unless it be for 
the practical benefit of the latter. 

J. J. Harrison, Home Life of Little 
Rock, said that renewal commissions 
should be known as service commissions. 
They should not be regarded as part of 
the original compensation for securing 
the business. Mr. Olson stated that in 
his opinion the non-forfeitable renewal 
contract is out of place. It is paid on 
the theory that the renewals are simply 
deferred payments for previous service. 


Some Are Chronic Lapsers 


Marcus Dunn, Western States Life, 
said that undoubtedly there are some 
people that are chronic lapsers. They 
speculate on insurance, going from com- 
pany to company. He said that he has 
noticed that in case of some applicants 
applying for insurance, they state they 
have no other insurance. Yet in consult- 
ing the M. I. B. records it is found that 
their names are there with some minor 
impairments. This indicates of course 
that they have been examined before. 
He said that he finds that some agents 
write lapsed policyholders of other com- 
panies. 

Charles Hommeyer, Union Central 
Life, deplored the growing tendency to- 
ward increased surrenders. He said that 
undoubtedly there is an effort made on 
part of some agents to induce policy- 
holders to cancel out their insurance and 
it is rewritten in another company. 

It was announced that there are 116 
companies in the Life Insurance Sales 
Research Bureau and there are 60 more 
companies in the association of Life 
Agency Officers. 


Passes 14 Million for Month 


New paid for business amounting to 
$2,639,900 received on October 31 at the 
home office of Bankers Life of Iowa 
swelled the total for the month to $14,- 
158,568. Ten Bankers Life salesmen had 
a paid for production of $100,000 or 


more. 
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Argument 


—and lose the sale. 


That’s 


what happens 


nine times out of ten, 
isn’t it? So why argue? 


Our salesmen — 


Don’t Argue 


—and I'll tell you why. 
They don’t have to— 
because they always use 


oT 


Sales Book 


when talking to their 
prospects — then too 


they have— 


Non-medical 

Monthly Premium 
Juvenile Policies 

Payor Insurance 

Salary Savings 
Participating 

Non- Participating 
Sub-Standard 

. Female Insurance 

10. Sales Promotion Dept. 
11. Educational Course 

12 Direct Mail Advertising 
13. Salesman’s Folio 

14. School for General Agents 


YPN Bneene 


ABRAHAM LINCOLN LIFE 


INSURANCE COMPANY 











F. M. FEFFER 
Vice-President & Agency Director 


Abraham Lincoln Life Insurance Co. 


Springfield, Dlinois. 
Dear Sir: 


Will you kindly send me information 


regarding territory in: 
O ILLINOIS 
OO INDIANA 
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Past, Present and Future of Life 


Insurance Is Brightly Pictured by 
Milton Woodward in Talk to Agents 


PEAKING before the Louisville As- 
S sociation of Life Underwriters last 

week on the subject “My Business 
Yesterday, Today and Forever,” Milton 
L. Woodward, general agent at Detroit 
for the Northwestern Mutual Life, pre- 
sented a glowing picture of the life in- 
surance business and its brilliant out- 
look. He said, in part: 

“The young man, who is just about to 
enter the business world, stands on life’s 
threshold, looking down with uncer- 
tainty upon the many roads of industry 
that extend before him in every direc- 
tion. He is young and inexperienced 
and he knows not which one to follow. 
The serious-minded young man, in his 
perplexity, is eager to seek the counsel 
of those who have already traversed 
the hard-beaten paths. The person who 
is more keenly interested in his welfare 
than anyone else is his father. Find a 
father, if you will, who is a life insurance 
man, who would not say to his son, 
‘My bov, if you want to do something 
that will gain for you success and re- 
nown, follow the road that, ultimately, 


will end in the ministering of consola- 


tion to mankind—the selling of life in- | 


surance. In this calling you will not 
only find success, but you will 
happiness also.’ 


Life Insurance Not 

an Order-taking Job 

“Order-taker jobs were very numer- 
ous back in the old days. They are just 


as common today and offer a little more | 
from year to year in added compensa- | 
The doors of life insurance selling | 


tion. 
are open to all and the man who is in- 


clined towards selling should not allow | 


himself to be tied down to something 
which enables him to eke out only a 
bare existence. 

“While 15 years ago life insurance 
was regarded as an ‘excellent buy,’ to- 
day, most every one is adopting it as a 
part of the scheme of things. Up-to- 
the-minute, eager salesmen are coming 
into our ranks and are spending their 
time in educating the public to the extra- 
ordinary merits of life insurance, and the 


| result is that sales resistance has been 


find | 


) lessened to a marvelous extent. The 
salesmen of yesterday paved the way 
for the salesmen of today and the sales- 
men of today are making it still easier 
for those destined in the future to take 
up the work where they have left off. 
“Where, in any vocation other than 
our own, can a salesman name his price 
and get it, if he but dedicates himself 
to the easy task of doing only a few 
things exceptionally well? The income 
of a life insurance salesman will be in 
direct ratio to his willingness to master 
some very simple recipes, easy of adop- 
; tion. Our time is about all we are asked 
| to invest. Not a cent are we compelled 
to give when embarking on a career 
where the financial returns, for one who 
makes the sacrifice, are staggering. 
“Life insurance is a staple product. 
The anxieties suffered in the past on ac- 
count of sudden depressions have caused 
men to cherish and prize, as they never 
have before, their life insurance con- 
tracts. Men today are not only dissat- 
ished, they are unsatisfied. They want 
| to feel sure—not just hopeful. They de- 
mand guarantees. Promises and ex- 
pectations of what the future holds forth 
are not enough. 
it costs today, but how much it will be 
worth tomorrow. The public is getting 
‘next’ to what can be done, and only is 
| done, through life insurance. It is 
| brought home time and again that the 


life insurance contract delivers the 
goods, not only part of the time, nor 


| most of the time, but all the time. It 
is a self-evident truth that the life in- 


It is not so much what | 


surance contract offers the best, surest, 
quickest and easiest method to build the 
ideal estate—one a person with his eyes 
closed can always buy and never get 
‘stung.’ 


Public Opinion Can 

Be Capitalized 

“The progressive, thinking, wide- 
awake life insurance salesman is capi- 
talizing this new appraisal the public has 
made of his goods. He sees no end to 
the good he can do and the compensa- 
tion he will receive, if he but properly 
employs his time, energy, constructive 
imagination and gets into the stride of 
today. Salesmen in all other lines of 
endeavor—mercantile, industrial and re- 
tail—actuated by a desire to deliver 
goods that ‘won't come back,’ to people 
who ‘will come back,’ are weighing most 
carefully this business of ours. They 
know if the same sound, tried sales 
methods that they have been using for 
a compensation, not commensurate with 
their performances, were applied to life 
insurance selling, a straight and un- 
obstructed road to certain success would 
be open to them all the way. They are 
| amazed at the accomplishments of many 











OPPORTUNITY 


Life - - Accident - - Health 


Participating — Non-Participating 


Provident Mutual 


Life Insurance Company of Philadelphia 
Pennsylvania Founded 1865 








_ eo A complete program of serv- 
ea ice for AGENTS, POLICY- 
pressing your de- HOLDERS and PROSPECTS 
sires or ambition 
will bring infor- 
mation that will 
enable you to cash 
in on your ability 


Desirable General Agency contracts 
and territory available in the follow- 
ing States: 


The Provident has worked and experience cilia 
. ° on a_ profitable . , a 
out a practical plan by which basis NOW—not Missouri © Texas Colorado 
. SOMETIME. Oregon Kansas Illinois 
the Home Office, through ements Washington Nebraska Arkansas 





Replies strictly confidential 


The LIBERTY LIFE 
INSURANCE COMPANY 


Topeka, Kansas 


CHARLES A. MOORE, VICE PRESIDENT and GENERAL MANAGER 
F. A. Ferguson, Agency Vice President 


General Agent Wanted to take Charge of the oiicage Agena. 
|Special inducements and a definite line up of substan volume 
prespects immedia 


an Educational Supervisor, is 
assisting in the development 
of new agents. 


tely. 
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| day’s work. 


The life insurance com- | 
pany says to him, ‘We will pay you in 
direct ratio to your accomplishments. 
Name your own figure. Make it $1,000, 
$5,000 or $25,000. We would rather pay 


| you more.’ 


“The man who enters life insurance 
selling with the idea that he will obtain 
rich rewards without exerting much ef- 
fort on his part is doomed to failure. 
The time is coming when men will rea- | 
lize this and only those of a select caliber 
will try to gain admittance into our 
ranks. Tomorrow, the man will not 
only seck the job, he will fight for it. 
He will bring not only a clean record as 
a sufficient test to his fitness, but will 
show that he so clearly visualizes the 
immense possibilities life insurance of- | 
fers to one who properly coordinates the 
powers of knowledge, industry, tact and 
earnestness, that guaranteed advances, 
special favors, et cetera, will neither be 
expected nor asked for. His determined 
will and preobtained knowledge will rec- 
ognize no obstacles. The ‘loafer’ and 
the ‘floater’ will find that not even stand- 
ing room will be left for them in the fu- 
ture. The new era will exact of us all | 
we have. It will be a case of ‘survival of 
the fittest.’ Applications will be signed 
regularly from the intelligent youth of 
workable plans. The most successful 
men today are mapping out a course for 
the year, subdividing it into months. 
then into weeks and, finally, into days. 

“Clever tricks and devices, instead of 
giving helpful counsel and disinterested 
service, have spurred many on. The 
dollar mark is all that lures them. They 
are too near-sighted to capitalize what 
the future will guarantee for them, if 
their daily practices and recommenda- 
tions are of such a high character as to 
be an open book to anyone. Many of 
them deal with their customers and asso- 
ciates as if they never expect to meet 
them again. 

“The younger salesmen whose careers 
are mostly ahead of them should seek | 








GENERAL AGENCY OPENING 


_ Mutual Company doing life, accident and health 
insurance business, with established record, and large 
income, reorganizing on stock basis, has General Agency 


Michigan, with opportunity to become financially inter- 
company, up to $10,000.00. 
|| purchased on the same basis as the management are pay- 


for one desiring to be financially interested in the Com- 
Will operate on non-participating || 


| 


Indiana and 
Stock can be 


Life-time opportunity 


Address C-54, care 

















| THE COLUMBIAN NATIONAL || 
| LIFE INSURANCE COMPANY | 


BOSTON, MASSACHUSETTS 
Arthur E. Childs, President 


offer the best in 
LIFE, ACCIDENT, AND HEALTH INSURANCE 


32 
CALIFORNIA NEW YORK 
oodward, Fondiller and Ryan 
BARRETT N. COATES Guading Antes 
Actuarial Service in all branches of In- 
CONSULTING surance and for Pension Funds — Examina- 
ACTUARY installations <= Gomponies and’ Assestations 
354 Pine Street - - San Francisco managed under cot contract — Office ystems ona 
ps = 
75 Fultom Street New York 
ILLINOIS 
OKLAHOMA 
ONALD F. CAMPBELL 
J. McCOMB 

commune oe AT LAW 
so ACTUARY prem SONSULTING ACTUARY , 
Telephone 7298 vane, etc., Chetaten. vee 

an examinatio . lici 
CHICAGO, ILL. and all Life , oly my 
pared. The Law of Insurance a 
Specialty. 

Colcord Bldg. OKLAHOMA CITY 

ENRY R. CORBETT 

Actuary 

Specializing on Pension Funds | (CONT’D FROM PRECEDING PAGE 

175 W. Jackson Bird. CHICAGO sate 
| who are making only meager progress 

in our business. 

| “The $5,000 a year salaried man is a 
| rare specimen. He is constantly on the 
A. GLOVER & CO. ‘go,’ trying to hold his job. His com- 

* Consulting Actuaries | petitors are many. His chances for get- 

29 South La Salle S Chicago ting much higher are not promising. In- 

Life I p eroate | surmountable barriers, in one form or 

Statistics | another, retard his climb. The aggres- 
| sive, bound-to-get-there salesman wants 
| no door barred to his attempts. He 

INDIANA | wants to be paid for what he does. He 
| won't take less. He expects no more. 
No longer is he blindfolded to the un- 
HAcut, DAVIS & HAIGHT, Ine. | a possibilities life insurance offers 
to the determined man, nor to the ac- 
Consulting Actuaries | complishments of many of us who don’t 
FRANK J. HAIGHT, President | even get started on what he considers a 
INDIANAPOLIS OMAHA 
| 
HARRY c. MARVIN | 
Consulting Actuary 
2105 North Meridian St. 
INDIANAPOLIS, INDIANA | ° ; ° ° ° ° 
| Openings at important points in Illinois, 
IOWA ested in the 
L. MARSHALL Tiled j i 
AE kann ‘| ing for their controlling stocks. 
Hub i | 

bell Building | pany he represents. 

DES MOINES, IOWA : ~ - 
basis. Correspondence confidential. 
of The National Underwriter. 

MISSOURI | 
OHN E. HIGDON = 
ACTUARY 
224 Argyle Bidg., Kansas City, Mo. 
A LEXANDER C. GOOD 
CONSULTING ACTUARY 
1416 Chemical Building | 
| : , 
ST. LOUIS | Columbian National Agents can 
NEW YORK | 





Mi M. Dawson & Son 


CONSULTING 
ACTUARIES 


W. 44th St. New York City 























Columbian National Policies 
make selling easier 
Policies backed by one of the very strongest companies in the country, having 


ample capital, surplus and highest standard of reserves. 
is offered to salesmen of character and ability. Gooey a at once 


portunity 


ENCY DEPARTMENT, | 
” Franklin Street, Boston. 


yy 








1927 


November 11, 


to cultivate the virtues of integrity, in- 
dustry, reciprocity, thrift and moral cour- 
age, for those who muster these will 
always be found among their company’s 
leaders. The highest form of salesman- 
ship is being able to think of the other 
fellow and forget yourself. Show in- 
terest in your client’s welfare. Show 
them that your calling is of a high char- 
acter and that you are the man who 
should handle their business. Suggest 
making changes when changes in their 
lives warrant them. Don’t wait for them 
to call upon you; go to them. Success 
in life insurance not meant for the 
unusual man, but it is for the average 
man who works harder than the other 
average man.” 


is 





Lipscomb, district manager at 
Decatur, Illl., for the Massachusetts Mu- 
tual Life, died in a hospital there re- 
cently after seven weeks illness. 


Guy W. 





HOME OFFICE SUPERVISOR 


Wanted—Home ffice Supervisor. Salary and 
expenses paid. Working from the Home Of- 
fice under direction of Agency Vice- Presi- 
dent. Must show satisfactory record of ex- 
perience, personal prod m and agency su- 
pervision. Replies_ strict ly confidential. Ad- 
dress C-44, care The National Underwriter. 











EXPERIENCED PRODUCER AND 


MANAGER wants. salaried managerial 
position on thorough business basis for 
state or part of a state with progressive 
Company desiring permanent, efficient and 
modern sales organization built up to high 
level of production Address C-45, Care 
The Nz a a nl Unde rwriter 








Position in Accident Derartment 


Accident department manager with 18 
years’ experience, field, underwriting, claims 
and deferred payment disab:'ity, desires con- 


health depart 
rnish references 


idress C-59, 


accident and 
ment of company. Will fu 
Can accept position at once. A 
care The National Underwriter 


nection with 

















WHAT’S AH EAD? 


am- 





That question is in the mind of every 
bitious man. It’s in your mind 

li the answer does rot satisty, 
to learn the advantages of a life 
contract with Fidelity 

Fidelity ginated the disability provision. the 





it will pay you 
underwriting 


{ overt 
than 1 
rom Head Office lead ra 
THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 
Walter LeMar Talbot, Pre 


a , 
fore 36.4 ive 





A 
Superintendent of Agents 
Wanted 

A growing middle 
ern Life Insurance 
pany desires an experi- 
enced agency man Su- 
perintendent of Agencies. 
The Company offers an un- 
usual opportunity to the 
man capable of building a 
real agency force. Com- 
pany -operates on the mu- 
tual plan and has a low 
net cost. 

In your letter give full 
particulars regarding 
vourself, your past expe- 
rience, qualifications and 
WHY YOU BELIEVE 
YOU ARE FITTED FOR 
THE POSITION. Ad- 
dress C-56, care of The 


National Underwriter. 
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Com- 
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“THE FRIENDLY COMPANY’ 


Fidelity 


The faithful adherence of the govern- 
ment of the United States to her obligations 
has gained for her an enviable reputation of 
fidelity among the foremost nations of the 
world. A “Scrap of paper” to her is a pledge 
of duty and a debt of honor. 

This company has the same reputation 
for fidelity. If you are interested in a con- 
nection with a company which gives her best 
in friendliness and cooperation to her field 
men, it will pay vou to be friendly with the 


PEOPLES LIFE INSURANCE CO. 
FRANKFORT ree INDIANA 


Opportunities in Indiana, Illinois, Ohio, Michigan 
Tennessee, Arkansas, Iowa, California and Texas 








INTIMATE ASSOCIATION 
WITH THE 






































‘ by INDIVIDUAL REPRESENTA- 
4 WY TIVE IN THE FIELD 
KY AND THE HOME OFFICE 
meals OFFICIALS 
IS THE RULE—NOT THE 
EXCEPTION 
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CY A FIELDMAN’S COMPANY 


WRITE 






































| 
Willmer L. Meere, President | 
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NATIONAL LIFE INSURANCE COMPANY 
OF THE UNITED STATES OF AMERICA 


A M JOHNSON. Cuammanormatease CHICAGO .......-.->- moganT > LAY, Paesment 











THE SOUTHERN STATES LIFE 


INSURANCE COMPANY 
ATLANTA, GEORGIA 








HE Southern States Life, organ- 

ized in 1906, has an enviable 
record—21 years of honorable and 
successful relations with agent 
and policyholder. 


During this time the company has 
been cultivating and serving well 
its field—Dixie. 


Today there is opportunity in 
Dixie—the South is awaking in- 
dustrially. To men who are un- 
attached and to new men the 
Southern States has an attractive 
proposition. 

—= E. S. Albritton = 


Vice-President and Manager of Agencies 






































Carbon Monoxide Dangers/ 


OW is the time, with the approach of 

cold weather, for Underwriters to 
spread the WARNINGS in regard to the 
fatal dangers from Carbon Monoxide Gas. 


Even in warm weather this gas 
gets in its deadly work. 


-- A Worcester (Mass.) dispatch, of August 6, tells of a young 
man overcome while repairing his automobile with the engine 
running. This was in an open yard, the victim inhaling in close 
proximity to the exhaust, with no breeze stirring to dissipate it, 
and no odor to warn of the deadly gas which acts so quickly and 
so imperceptibly. Had this happened in a garage with closed 
doors, death would have been almost certain. 


682 deaths from Carbon Monoxide Gas poisoning 


were reported in newspaper accounts kept by the John Hancock 
Company within the twelve months’ period from July 1926 to 
July 1927. 


Gas heaters also cause trouble. 


«+ Just recently a Norwalk (Conn.) dentist was overcome by 
Carbon Monoxide Gas generated by a gas heater in a bathroom. 
Gas companies now installing gas heaters for domestic use insist 
upon funnels to carry off the gas fumes. 


People should be informed 
on these points. 

The whole subject is treated 
in a booklet issued by this 
Company entitled “Carbon 
Monoxide Ges.” Write In- Lire INSURANCE ComPA 
quiry Bureau, enclosing 2c. or Bosvon. Massacnusarrs 
postage. 
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PROTECT YOUR OLD AGE BY OUR INCREASED BENEFIT POLICY 
WE WANT INSURANCE MEN 


who have the ability to take a territory and develop it. Better policies and 
service to sell and we will pay you for selling them. We will give you a 
Super Generous Contract with real first year commissions. 


RENEWALS NON FORFEITABLE 


ESERVE LOAN LIFE 


nouns J INSURANCE COMPANY 
—_ INDIANAPOLIS, INDIANA. —les | 





